“BUILT UPON HONOR” 


The honor of the manufacturers is behind PYRAMID WARM 
AIR HEATERS: honor builds them and jsells them. The 


material used, the construction, the workmanship—all reflect it. 


The PYRAMID WARM 
AIR HEATER is substan- 
tially built to give lasting 
service. 


The PYRAMID GRATE 
is an exceptional feature—it 
solves the problem of the 
“hanging fire.” 


The PYRAMID WARM 
AIR HEATER is perfectly 
adaptable to all grades of 
coal and coke. 


Simple in construction, parts 
> ae, : easily replaced but replacing 
PES ea = ae a rarely necessar y. 


The PYRAMID WARM AIR HEATER is a model of 
honest construction, and is offered to the trade on the principle 


that, in general and particular, the BEST is the CHEAPEST. 


The reasons why the PYRAMID WARM AIR HEATER 
is best are many. Let us mail you our catalog today. 


THE FOREST CITY FOUNDRY AND 


Gaus MANUFACTURING CO. Grelond 


Sich ikv Sie Tye 


ALPHABETICAL INDEX AND CLASSIFIED LIST OF "ADVERTISERS, ( 50anq) 61) E 
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A FEATURE 
THE FORBES WARM AIR HEATER 


is the RADIATING MANIFOLD 


This manifold as applied to heating air is a new 
principle and appeals strongly to the consumer. 


By its use all the heated air that usually escapes up 
the chimney is extracted and retained and forced 
thru the house. Only sufficient heat is left in the 
smoke and gas to create a good draft and in this 
way heat is produced in larger volumes from the 
same amount of coal. All cold air must pass thru 
the flues of the radiator which are placed on the back 
of the heater near the bottom. Each vertical flue is 
provided with solid extended wings or fin:, thus pro- 
viding an immense heating surface. 


This particular feature of the FORBES WARM 
AIR HEATER explains the greater efficiency of the 
FORBES over any other heater on the market. 


é Write today for the FORBES Booklet and Selling 


This radiator is made of cast iron, and, as there vate 
are no joints, is absolutely gas tight. Proposition. 


TUBULAR HEATING & VENTILATING CO. 
228 Quarry St. Philadelphia, Pa. 


JUST AS IMPORTANT 
to ventilate school reoms as to heat them 


Parents and school officials are realizing that it is just as necessary to ventilate 
school rooms as to heat them—it is plainly evident that foul and vitiated air should 
not be rehcated and breathed again and again, but should be passed out of the room 
through a ventilator. 


THE FRONT RANK SCHOOL HEATER AND VENTILATOR 


has been designed especially to meet the | yi ee eae See 
requirements of up-to-date schools. It is ele i Aart 

a simple apparatus, easily controlled, and 
changes the air several times an hour. The 
inside air is shut off by turning the damper 
in the cold air duct, and the entire supply 
comes directly from outdoors. The smoke 
pipe passes through the center of vent pipe, 
making it a never-failing, positive ventilator. 


Write us for further particulars. 


Haynes-Langenberg 
Mfg. Co. 


St. Louis, Missouri 


Front Rank 
School Heater 
and Ventilator 


E, t 


See eee eines * 
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ESTABLISHED 1880 
Representative of 
The Stove Tin Hardware 
Heating and Ventilat- 
ing Interests 


PUBLISHED EVERY SATURDAY 
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remittances to 


DANIEL STERN 


Publisher and Proprietor 
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Chicago Illinois 
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VOL. 72. No. 25. 


RECENT IssUES of the Chicago daily newspapers 
have contained articles in which it is being urged that 
Protest the incoming State Legislature of Illi- 
Strongly nois pass a law greatly restricting the 


Against Anti=sale of revolvers and other small fire- 


Revolver Law. s+ms—the object being to make it diffi- 


cult for lawless characters to obtain such weapons 
with which to ply their criminal trade. 

This object is a praiseworthy one—but it has been 
proven in altogether too many cases to require any 
more that the criminal has found no difficulty in secur- 
ing guns, automatic pistols, revolvers and ammunition 
for same in localities where such state laws and city 
ordinances are now on the statute books. 

As William T. Gormley points out in his weekly 
article, on page 29 of this issue of AMERICAN ARTISAN 
AND HARDWARE RECORD, a similar measure has now 
feen “in force” in Chicago for several years, and. it 
would be an exceedingly difficult matter to induce any 


police officer to claim that the Chicago City Ordinance 


has in any way minimized the number of murders, 
hold-ups, burglaries, attacks committed with the aid of 
firearms. If the real truth were told, quite the contrary 
would be found to be the case: The criminal has been 
more audacious and more free to ply his nefarious 
trade because he felt that his victim would not be able 
to defend himself, because being a law-abiding citi- 
zen, the victim would not carry a revolver. 


The way to stop criminals from making use of fire- 
arms is not to make it difficult and onerous for the 
honest citizen to obtain means of self-protection, but 
to inflict additional punishment upon the law-breaker 
for having a gun in his possession at the time of the 
crime—whether he used it or not. In other words, 
if a criminal character is arrested with. a gun upon 
his person, let that be “prima facie” evidence of his 
guilt of or intent to commit a crime. | 

The dealers in firearms, wholesalers 
alike, as well as the manufacturers of these articles, 
should at once prepare to place before the State Leg- 
islature in Illinois, and in other states where there is 
a likelihood of such a measure being brought up, 
proper arguments against the enactment of foolish 
laws like the one suggested by the Chicago papers. 

Read: carefully Mr. Gormley’s article and you will 
make up your mind that the best: way you can help 
yourself and your fellow business men, as well as 
the law abiding citizens in this matter is to insist with 
your representatives in the State legislature that they 
vote against any anti-revolver law with the aforemen- 
tioned provisions. 


and retailers: 


$2.00 Per Year 
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[F THERE WAS any further need of argument for the 
development of a ship canal connecting the Great 
Lakes with the Gulf of Mexico, the re- 
cent decision rendered by the Supreme 
Court of the United States in the matter 
of transcontinental freight rates to Pa- 
cific Coast points, would furnish the very best of such 
argument. 

When the Panama Canal was completed through 
rates were established via Panama which were con- 
siderably lower than those maintained then by the rail- 
roads and as a matter of course they requested and 
received permission to lower their freight rates to a 
point necessary to meet the new competition. Inland 
cities in the Coast states demanded correspondingly 
low rates, but the Supreme Court decided very wisely 
that it was not obligatory upon the Interstate Com- 


Dig Great 
Lakes to 
Gulf Canal. 


“merce Commission to grant this request also. 


Chicago and the Central West generally must make 


haste to develop water transportation routes, particu- 


larly the route from Chicago to connect the Great 
Lakes with the Gulf of Mexico and the Panama Canal 
by way of the Illinois and Mississippi Rivers, if this 
territory is to derive the benefits possible to it through 
water borne traffic. Regulation of railroad rates by 
governmental agencies cannot bring to a community 
situated by the waterside as low rates as water routes 


may be made to supply even at the hands of compet- 


ing rail carriers. 


“store- 
to indicate a person who kept in stock any 
sort of merchandise so that other per- 
sons might buy what they needed. 

There are storekeepers today, but 
none of them are prospering, because 
that isn’t the way business is being carried on nowa- 
days. 
necessities—has only the less profitable part of their 
trade and only a comparatively small portion of their 
purchases are made in his place of business. 

The term itself is indicative of the unprogressive. 
A man who “keeps a store” doesn’t go out after busi- 
ness, and that is why people only come to him for 
their necessities. 

Inasmuch as most of us “want” a great many more 
things than we need, it goes without saying that we 
buy a great deal because of our inclinations and these 
inclinations are, of course, awakened by the adver- 
tisements published by the retailer who wants to fill 
those “wants’—and naturally we go to his store— 


MANY YEARS ago someone coined the word 
keeper” 


Period of 
Storekeeper 
Ebbing Out. 


The man who sells only what people need— 


CA a E a 


18 


which is as it should be: Cause always has its effect, 
and one effect of consistent advertising is that it will 
bring the reader to the advertiser’s place of business. 

It is important in this connection to remember that 


the development of our industrial and social life as a 


matter of course calls for adaptation on the part of 


the retailer to our new ways of living, if he is to 
maintain his position in the scheme of distribution. 
In other words, “What was good business for 


Father and Grandfather is not necessarily good busi- 


ness today.” The fact that a man’s father or grand- 
father may have made money as a retail hardware 
dealer twenty-five or fifty years ago is no proof that 
their methods will be successful today. In fact, it 
is almost an absolute certainty that unless their meth- 
ods are adapted and changed in many particulars the 
son or grandson will make a failure. 

The age of storekeepers is passing away—much 
faster than some of us have any idea of, and the proof 
of this statement is found in the dropping by the way- 
side of those retail hardware dealers who either refuse 


or are unable by lack of initiative to adapt themselves 


to the modern ways of buying and selling. 

The retail hardware dealer who doesn’t know what 
it costs him to conduct his business; who doesn’t keep 
his accounts properly; who doesn’t have a system and 
live up to his system of granting credit and making 
collections; who doesn’t use every profitable means 
for increasing his business—which means especially 
the use of consistent advertising; who can’t give at 


any time with reasonable proximity the amount of. 


stock on hand; who doesn’t pay his bills promptly— 
that retail hardware dealer belongs in the storekeep- 
ers’ class and his days are numbered, for the age of 
the storekeeper is almost past. 

WHEN THE Sherman Anti-Trust Law was passed 
it was thought that a great forward step had been 

taken and in some respects the thought 

was right, but the very passage of this 
> law has to a large extent been the cause 

of the sort of unfair competition which 
is unfair because it is ignorant. Many men came to 
believe that it was unlawful for them to cooperate 
with one another for the purpose of placing their 
business on a profitable basis—in other words, for the 
purpose of working out a basis for figuring costs 
which would be fair for all concerned—the competi- 
tors as well as the customers. oe 

The natural outcome of this was a demoralization 
of many lines of manufacture and trades, such as for 
instance stoves, tin plate and other sheet metals, warm 
air heaters, certain hardware products, etc. Com- 
petition was not based on facts, but on beliefs as to 
what might possibly be true with regard to costs. 

Within the past few years the idea that the Sher- 
man Law might be used against trade organizations 
formed for the purpose of defining right principles as 
to cost of manufacturing and selling has been dis- 


What Is 
Unfair 
Competition 


_ sipated, and now there are many such organizations, 


most of which have done excellent work. 

And instead of the spy method that was formerly 
used to ascertain prices and costs of competitors we 
have today in many lines the perfectly proper condi- 
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tion that men engaged in the same field discuss freely 
with one another the problems that arise in their own 
enterprises, with regard to costs, selling prices, etc. 
Ten years ago, it would have seemed very radical 
to. make such a statement as Arthur J. Eddy, the well 
known Chicago attorney, made recently before the 


Illinois Manufacturers’ Association, when he said: 


“You must change your entire price policy. Many 
manufacturers try by indirect methods, frequently by 
spies and bribery, to find out what the real prices of 
their competitors are. Their only source of informa- 
tion is from their salesmen and the salesmen obtain 
the information from customers. Why shouldn’t you 
manufacturers ascertain these prices from your com- 
petitors? In time competitors will furnish their own 
prices to each other and there will be less price cutting. 
Where you gain $1.00 by price discrimination you lose 
$5.00.” ae 

As a matter of fact, selling below cost is just as 
much of an offense against fair business principles as 
exacting exorbitant prices. The only difference is 
that the latter 1s sometimes caused by an unlawful 
combination and improper use of certain advantages, 
while the former is in most cases caused by failure 
to cooperate along legitimate lines and by ignorance 
of proper business methods. . 

According to the best lawyers there is nothing in 
the Sherman Anti-Trust Law, nor in the Clayton Law. 
passed a couple of years ago, that in any way pro- 
hibits business men from cooperating with one another 
to place their enterprises on a truly economical basis, 
that of knowing what it costs them to do business— 


and the man who refuses to possess himself of such 


knowledge should not be allowed to place his fellow 
business men under unfair competition. He should 
not be allowed credit unless he could prove to his pros- 
pective creditors that he knew what his costs were and 
that he sold his product and his labor on a basis that 
would yield a fair profit. 


THE VOLUME OF gold coin in the United States, in- 
cluding bullion in the Federal Treasury, was $2,- 
700,136,976 on November first, an in- 


Bee crease of over half a billion dollars dur- 
Much a | 
Gold. ing the past year. Practically the en- 


tire increase of the money supply in this 
country in that period is due to the gold influx. 

This condition may not appear a very serious one 
to the person who is not especially familiar with prob- 
lems of finance in the broad sense, but those who are 
in charge of the financial matters of our great indus- 
trial and commercial affairs, are much concerned, be- 


cause they realize that our country is actually suffer- 


ing from a plethora of money—we have too much 
gold—a condition very much similar to that of a 
plethora of blood in. the human system, carrying dis- 
temper and other serious troubles along with it. 

So the foremost bankers are bending their best ef- 
forts toward finding a way to restore and maintain 
economic health in so far as our circulating medium 
is concerned. | | 

One of the ways that has been suggested is a more 
rapid retirement of the national bank note circulation, 
which was started in accordance with a provision of 
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the Federal Reserve Act, and it is also being urged 
that the “Greenbacks,” which are a relic of the coun- 
try’s financial distress during the Civil War, should 
now be retired in quick order, as they are regarded as 
the most dangerous element in our financial structure. 


NOTES AND SKETCHES. 
BY SIDNEY ARNOLD 


RANDOM 


It isn’t very often that one has the pleasure of 
seeing fish play like they do in the accompanying illus- 
tration. But I am told that this picture is an actual 
reproduction showing the size of the fish in one of the 


Mother Fish Teaching Offspring to Jump and Twist. — 


lakes where Colonel Lockwood likes to go for an 
outing, and also the new athletic exercise in which the 
mother fish is giving one of its young ones instruction 
so that they may be able to get away from the wily 
Colonel. 
koko o 
Some of us are apt to look at what “happens” to us 
or our neighbors as a piece of good or bad “luck,” 
but when it comes down to actual facts, either kind of 
“luck” is the logical result of our own action—or 
non-action—in the majority of cases, and there are 
very few exceptions to the rule. 
This is very -excellently brought out in the follow- 
ing editorial comment which I saw in a recent issue 


of the Farm Journal: 
Luck. 


Luck whines; labor whistles. 
labor believes in elbow-grease. 

Luck looks for something to turn up; labor turns it up 
with thought and a spade. i 

Luck lies in bed and dreams of a rich relative dying and 
leaving it a legacy, or some great person, with favors to 
give, suddenly discovering the dreamer to be a genius: labor 
rises before the sun and gets busy with the saw or plow or 
ee aie lays the foundation of something worth while for 
itself. 


Luck believes in chance; 


waiting for another hit to come along; labor stuck to its 
chosen task, and showed a margin of profit every day. 
Luck finally died in the almshouse, labor won an inde- 
pendent competence for its old days. 
x *K & 


My good friend, F. R. Hall of the Northwestern 
Chemical Company, Marietta, Ohio, publishes in his 
monthly house organ, “Auto-Suggestions,” a very ex- 
cellent editorial on “Good Roads” from which I quote 
the following paragraphs: | 


It would be impossible to reduce to cold type or colder 
figures what the good roads movement owes to the auto- 
mobile. 
Also, it would be taking on a big job to undertake to 
tell figuratively or otherwise the benefits which humanity 
has derived from said good roads movement. 


Luck hits it off big yesterday, but spent it all while | 


The fact is that good roads bring thousands. of bless- 
ings, aside from those which pertain to the distribution of 
food. They bring the city dweller into closer communion 
with nature, they bring the country dweller into closer touch 
with the cultural advantages of the city—better schools, 
churches, libraries, theatres, lectures, etc. 


There is every reason why everybody—in the city 
or in the country—should boost for the building and 
maintenance of good roads everywhere, and the vari- 
ous “Highways” leading from coast to coast and from 
North to South are bound to help us secure better 
roads even where the towns are out of the regular 
touring route. 

George Dickson, of the Pittsburgh Steel Company, 
as some know, at one time was intended for a 
preacher, but it may not be so well known that he also 
at a period of his youthful days aspired to become a 
newspaper reporter—and he did get a position as 
such, according to a well founded rumor. 

The editor gave young Dickson some good advice 
about being sure of his information and in cases 
where he wasn't sure, to use of the words “alleged,” 
“claimed,” “reputed,” “rumored,” and so on, 

And then this paragraph appeared in the society 
notes of the paper: | 


-It is rumored that a card party was given yester- 
day by a number of reputed ladies. Mrs. Smith, gos- 
sip says, was hostess. It is alleged that the guests, 
with the exception of Mrs. Bellinger, who says she 
hails from Leavitt's Junction, were all from. here. 
Mrs. Smith claims to be the wife of Archibald Smith, 
the so-called “Honest Man’ trading on Key street.” 

History fails to record just what happened to 
George, but the fact is that he quit the newspaper 


business. 
x x * 


Some of us have the misfortune to come in con- 
tact with men who seem to be natural-born shirkers, 
or who can't see the use of doing one bit more than is 
absolutely necessary to enable them to hold onto 
their jobs—and usually they are also to be found in 
the class of men who are forever complaining about 
not having a chance to get ahead. 

My good friend Dr. Arthur M. Corwin, of the 
Chicago Health Department, expresses this idea very 


admirably in the following little poem: 
Excelsior. 
Comes a pessimistic fellow, 
With a lazy streak of vellow, 
And a whining voice a crying, - 
What's the use of always trying 
To excel? 


There’s a hundred thousand others, 
With their sisters and their brothers 
Who are looking for an inning: | 
So there’s little chance of winning 
With so many runners vying, 
What's the use of always trying 

To excel? 


But his optimistic neighbor, 
Not afraid of manly labor, 
Bears a most convincing manner, 
And a motto on his banner. 

“To excel.” 


There’s a bull’s-eve in the distance 

To be hit by your insistence; 

Better aim with center fire 

Than to miss the thing entire. 

As compared to hopeless shirking, 

There is joy and health in working, 
To excel. 


20 AMERICAN ARTISAN AND HARDWARE RECORD December 16, 1916. 


AMERICAN ARTISAN 


WILLIAM M. BREZETTE. 


In the old days of long ago, the blacksmith shop 
was one of the first business enterprises established, 
where, on the crossroads corner, a little town was 
being built. Here came the farmers of the com- 
munity to have their horses shod or repairs made on 
their wagons and crude farm implements. When 
jobs were not urgent, the blacksmith spent his time 
in manufacturing horse shoes, teeth for harrows, 
points for plow shares, etc. His was a busy place 
and the crossroads blacksmith shop was probably one 


of the most interesting spots in the community where 


one could come for gossip, political discussions or 
such other talks as might happen. | 

In some sections of the country there are still black- 
smith shops of that sort, but 
in most communities the na- 
ture of the blacksmith busi- 
ness has changed to a large 
extent and few of them are 
today making their own 
horseshoes, for they can be 
bought cheaper and_ better 
from concerns which make a 
specialty of manufacturing 
them in immense quantities. 

With the coming of the 
automobile, the progressive 
blacksmith has also added to 
his facilities for serving the 
community and in many in- 
stances conducts an auto re- 
pair shop as a regular feature 
of his business. 

The very nature of the 
blacksmith business had a 
tendency to make the owner 
or workman in such a shop — 
a well-informed man be- 
cause he came into touch 
with all the different classes of men in the com- 
munity and heard the many discussions that were 


carried on, in which the fate of the country was set- 
tled to satisfaction of those who congregated in the 


shop, and so it is no wonder that from the blacksmith 
shop of the crossroads corner a considerable number 
of men have been drawn who are executives of large 
business enterprises. 

Among these, one of the most prominent persons 
is William M. Brezette, who now occupies the offices 
of Vice-president and Manager of Sales of the Bryden 
Horse Shoe Company, Catasauqua, Pennsylvania. 

“Will” was born January 29, 1869, at Chester, in 


Eaton County, Michigan. He attended the public 
schools in Albion of that state until he was eleven 


of heavy hardware used by the blacksmiths, 


years of age and at that time he thought he was old 
enough and big enough and strong enough to begin 
earning his own living, so in 1880 he hired out as a 
farm hand. Two years later he became apprenticed 


to a blacksmith and served in that trade during the 


following thirteen years, until 1895. 

He was then twenty-six years of age and had thor- 
oughly mastered the art of blacksmithing. During 
the last couple of years of this term he held the office 
of state organizer for the Master Horseshoets’ Pro- 
tective Association of Michigan. The duties of this 
office brought him into contact with a large number 
of the blacksmiths of the state and when, in 1895, 
he entered the employ of the Bryden Horse Shoe 

Company as a “missionary” 
in the state of Michigan, his 
knowledge of the trade and 
his wide. acquaintance made 
him a very valuable man to 
the company. 

On May 2, 1917, Mr. 
Brezette will have been asso- 
ciated with the Bryden Horse 
Shoe Company for twenty- 
two years and almost every 
year has been a year of per- 
sonal progress and influence 
for him because of the careful 
attention that he gave to his 
business and the high execu- 
tive ability which he possessed 
and developed. 

Since 1902 he has filled the 
offices of Vice-president and 
Manager of Sales of the Com- 
pany with credit to himself 
and to his business associates. 
There are few in the trade 
who have a. wide. acquaint- 
ance and more friends among the horseshoers and 
blacksmiths of this county than has this same William 
M. Brezette. 

He is a member of die Benevolent and Protective 
Order of Elks, Number 113, of Jackson, Michigan. 
When the order of Nutmegs, which is an organiza- 
tion of salesmanagers and salesmen of different lines 
was 
formed, Mr. Brezette was one of the charter members, 
and he is still very influential in its activities. 

It is a foregone conclusion that our friend has 
plenty to keep him busy, but he finds time to enjoy ari 
automobile ride at frequent intervals and that may be 
said to be his only fad, even if he does like to travel 
at a pretty fast clip. 
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HALL OF FAME 


JOHN W. O’LEARY. 


Away back in the days of the ancient Greeks 
somebody coined the proverb, “Republics are ungrate- 
ful,” and the saying passes at more or less full value 
today, even though it does not state the truth. 

For surely, if there is any one fact upon which we 
Americans feel strongly, it is that in this great country 
of ours the reward for deeds well done always comes, 
though sometimes the reward may be delayed some- 
what in delivery. We surely revere George Wash- 
ington for his great leadership: we admire and love 
Abraham Lincoln for his wonderful devotion to the 
cause of the Union as well as for his broadness and 
charity of spirit that made his heart bleed for the 
South; we honor our heroes and those who perform 
civic duties—and we are 
proud of their splendid rec- 
ord, because they are “of us.” 

It is true, of course, that 
while we are extremely lib- 
eral in the bestowal of honor 
and praise upon those among 
us who are doing good work, 
we also have “an eye to the 
main chance,” and that in in- 
sisting upon the visible signs 
of honor we don’t lose sight 
of the fact that by thus prais- 
ing these men we do not set 
them up on a pedestal simply 
to be admired—but that we 
often make them work even 
harder than before, so that 
we may receive still greater 
benefit for ourselves from 
their good work. 

For instance, we see many 
examples of this in public 
life—political and otherwise. 
If a man makes good as a 
representative in the state legislature, we are likely 
to send him to Congress, or we may make him Gov- 
ernor. If he makes a good record as president of a 
university, we sometimes make him President of the 
United States, and when enough think that he has 
done well in that greatest office in the world we send 

him back for.another term and tell him to do better! 
~ Or, if he has the faculty of making other men work 
harmoniously even with their competitors and has so 
guided a great organization of business men, that 
frofn all parts of the United States and indeed from 
every part of the civilized world, delegations are sent 
to see how he does it, then we re-elect him to serve 
another year—as was done with John W. O'Leary, 
who on Wednesday, December 13th, was the recipient 


of the unique compliment of being chosen to succeed 
himself as President of the Chicago Association of 
Commerce, the greatest organization of its kind in 
the world. Only one other man has had the same 
honor bestowed upon him by this Association. 

It was thought wise by the Nominating Committee 
that inasmuch as the Association had begun certain 
important undertakings under President O'Leary's 
first administration and very largely at his initiative, 
the proper thing to do was to continue him in the 


othce of President for another year, in order that 


these undertakings might be carried through under 
the most favorable circumstances—and the member- 
ship agreed with the Committee as shown by the 
result of the election when 
he was re-elected by acclama- 
tion. 

Mr. O'Leary is Secretary 
of the iron works of Arthur 
J. O'Leary and Son Com- 
pany, 65th Street and 57th 
Avenue, Chicago, and al- 
though he is still a young 
man has for many years been 
prominently identified with 
the Chicago Association of 
Commerce, having served as 
member or chairman of its 
important committees before 
he became Vice-president of 
its Civic Industrial Division 
in IQT4. 

Seven years ago he was 
chosen Chairman of the Ways 
and Means Committee Coun- 
cil; a couple of years later 
Chairman of the Ways and 
Means Committee; then 
Member of the Executive 
Committee, so it is only reasonable to expect that he 
knows a few things about the affairs of the Associa- 
tion, especially in view of the fact that the positions 
as member or chairman of these various committees 
were not regarded by him as empty honors but as 
opportunities for serving his fellow business men. 

In this case it is also the busy man who “finds” time 
to help in the promotion of better conditions, for many 
a man in his place would feel that he had plenty to 
do in his own business. 

As his smiling countenance would naturally indi- 
cate, Mr. O’Leary doesn’t object to a little fun once 
in a while and he can rightfully boast of a large 
circle of friends who admire him for his many 
sterling qualities. 
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UP TO THE MINUTE 
NEWS SIFTINGS 


PENNSYLVANIA STOVE SALESMEN TO HOLD 


ANNUAL BANQUET AND RECEPTION 
WEDNESDAY, DECEMBER 20. 


The Stove Salesmen’s Association of Pennsylvania 
will hold their Annual Banquet and Reception on 
Wednesday, December 20th, at Hotel Walton, Phila- 
del phia. 

Bartley J. Doyle, Vice-president of the Salesmen's 
Congress, is to deliver the principal address. 

The reception will be held from 2 to 6 P. M., dur- 
ing which time there will be a fine program of enter- 
tainment. The banquet which will be served at 7 
P. M. will be followed by a vaudeville by high class 
artists. 

Reservations for seats, accompanied by check for 
$4.00 for each ticket, should be sent to James McGaw, 
Secretary, 2223 East Cumberland Street, Philadelphia. 


WINNER CONSTRUCTION IS IMPORTANT 
FACTOR IN PURCHASING COAL 
RANGES. 7 


The intelligent purchaser of a coal range does not 
allow himself to be governed by its outside appearance, 


Quick Meal Steel Coal Range. 


but rather gives careful attention to the internal struc- 
ture because on this depends essentially its lasting 
qualities. The Quick Meal Steel Ranges, one of which 
is illustrated herewith, are designed, it is claimed, to 
satisfy the most exacting requirements in this regard, 
and have the back flue and all interior parts, except 
the oven, that are exposed to smoke and soot, enameled 
with porcelain, which is said to effectively resist rust 
and corrosion. The design of the ranges has been 
materially improved by the porcelain enameled panels 
on the oven door, ash door and feed door, as well as 
the enameled nameplate. Hard coal, soft coal or wood 


may be burned in the large firebox which has heavy 


sectional linings ventilated and well protected with 
corrugations to prevent warping. The oven is strongly 
built and braced so as to make it buckle proof and 
air tight, and is aluminized on the inside to prevent 
rusting. Further details of the Quick Meal Steel 
Ranges can be obtained from the Ringen Stove Com- 
pany, Division of American Stove Company, St. 
Louis, Missouri. 


DAMPER CLIP THAT MAY BE APPLIED 
WITH OR WITHOUT RIVETS. 


Among the seasonable items of household, shelf and 
builders’ hardware may well be included the Ideal 


Ideal Damper Clip. 


Steel Damper Clip shown in the accompanying illus- 
tration. The chief advantages of this clip, according 
to the manufacturers, are that it can be applied with 
or without rivets: it has a corrugation around the edge 
of the blade which makes it of exceptional durability ; 
and it is equipped with a patent locking device. In 
this device, the spring and button are said to be so 
locked to the rod that when the rod is removed from 
the blade, the spring and button will not come off. 
Both sides of the spindle are the same, thus, it is 
claimed, making no difference which way it is put into 
the blade, only one-quarter turn being required to 
securely lock it. The clip has an always-cool wood 
handle and is said to be held at any angle in the pipe 
by the pressure of the spring on the button. Further 
particulars of this and other seasonable items are con- 
tained in the four catalogs: Number 1375, Stove 
Trimmings ; Number 1474, Mop Sticks; Number 1590, 
Fireplace Material; and Number 1424, Waffle Irons, 
any of which will be sent upon request, by the Stover 
Manufacturing and Engine Company, 719 East Street, 
Freeport, Illinois. | 


WHO MAKES OIL BURNER TO PUT IN 
KITCHEN RANGE? 


To AMERICAN ARTISAN: a 


„Please tell us who manufactures an oil burner to 
put in a kitchen coal range. 
SUBSCRIBER. 
, Florida, December 12, 1916. 
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AND HARDWARE 
RECORD is the only publication containing west- 
ern hardware and metal prices corrected weekly. 
You will find these on pages 44 to 49 inclusive. 


AMERICAN ARTISAN 


The Ott Grinder Company, Indianapolis, Indiana, 
has been incorporated with a capital stock of $50,000 
to manufacture grinding machines. The directors are 
A. J. Ott, C. L. Ott and Samuel Dowden. 


The Wilson Wire Works, Kearney, New Jersey, 
has been incorporated with a capital stock of $100,- 


000 by John W. and Mary J. Gleason, John J. Wilson 


and Emily Peace, to manufacture wire, wire cloth, etc. 


N. B. FORD RETURNS TO CORBIN SCREW 
| CORPORATION. 


N. B. Ford, who for ten years traveled for the 
Corbin Screw Corporation from their Chicago office, 
having his headquarters in Kansas City, and who left 
some two years ago to become connected with the 
Ford Chain Block & Manufacturing Company, Phila- 
delphia, has re-entered the employ of the Corbin 
Screw Corporation and will with headquarters in New 
Britain, Connecticut, cover the territory formerly trav- 
eled by A. H. Harrop. 


CHICAGO RETAIL HARDWARE DEALERS 
ELECT OFFICERS FOR 1917 TERM. 


The following officers were elected at the Annual 
Meeting of the Chicago Retail Hardware Association, 
to serve during 1917: 

President, Simon J. Koehler, of the F. F. Porter 
Company, 214 West 63rd Street. i 

Vice-president, Bert J. Hawkins, of the cee 
Hardware Company, 448 Rush Street. 

Treasurer, Charles E. Arnold, 823 Davis Street, 
Evanston. 

Financial Secretary, John Hora, 1033 Milwaukee 
Avenue. 

Recording Secretary, Gustav G. Engelhardt, 1060 
Milwaukee Avenue. 

Fred Ruhling, 1315 North Clark Street, was elected 
to succeed himself on the Buying Committee. 

John Schuberth, 5820 Wentworth Avenue, the re- 
tiring President, was chosen to serve as Director for 


three years, in place of H. E. Gnadt, whose term ex- - 


pired. 


The annual reports of officers and committees 
showed that the Association was in a healthy condi- 
tion and that much good work had been done, each 
one being adopted with applause. 


It is planned to have a large delegation attend the 


coming State Convention at Springfield in February. 


THE WEEK’S HARDWA RE 
RECORD 


Of Interest to Manufacturer, Jobber and Dealer 


the sale of tools and hardware of all kinds. 


EXAMINE WILD DUCKS KILLED OR CAUGHT 
FOR ALUMINUM BANDS ON LEGS. 


Hunters who kill or capture any wild duck having 
an aluminum band around one leg, with a number on 
one side and a request on the other that the Depart- 


ment of Agriculture or Biological Survey be notified, 


are urged by the United States Department of Agri- 
culture te send the band at once to Washington with 
a statement as to the date, place and circumstances 
under which the bird was taken. An attempt is being 
made to determine the routes of migration of wild 
ducks and the longevity of individuals. The bands 
are being attached to numbers cf ducks that have been 


cured of the duck sickness aan around the Great 
Salt Lake, Utah. 


FOREIGN TRADE OPPORTUNITIES ARE 
PRESENTED BY BUREAU OF FOREIGN 
AND DOMESTIC COMMERCE. 


The Bureau of Foreign and Domestic Commerce 
through its Special Agents, Consular Officers and 
Commercial Attachés has received information of op- 
portunities to sell hardware and kindred lines in sev- 
eral foreign countries. Names and locations will be 
supplied on request to the Bureau in Washington or 
its District Officers. Such requests should be made 
on separate sheets for each opportunity, ane the 
number as given herewith: 


Copper, aluminum, tin, lead, etc, Number 23183—A 
firm in Sweden desires to be placed in communication with 
American exporters of copper, aluminum, tin, lead, antimony, 
nickel, babbitt metals, tinplates, blackplates, galvanized sheets, 
bright annealed and galvanized-i -iron wire. 

Tools, razors, etc., Number 23196.—A wholesale merchant 
in Spain ‘desires to represent American manufacturers and - 
exporters of tools, electric curling irons, travelers’ supplies, 
safety razors, etc. Quotations should be made c. 1. f. des- 
tination. Correspondence in Spanish. References. 

Springs, hinges and screens, Number 23199—A man in 
New Zealand desires to communicate with American manu- 
facturers of window and door screening materials for use on 
railway trains. Prices, f. o. b. New York, together with cost 
of springs and hinges, are requested. 

Barbed wire and fencing material, Number 23201.—A 
firm in Argentina wishes to communicate with American 
manufacturers and exporters of barbed wire and fencing 
materials. 

Nuts, bolts, rivets, etc., Number 23212—A civil engineer 
of Uruguay wishes to get in touch with American manufac- 
turers of bolts, nuts, rivets, and nails, and machinery for 
making same. Reference. 

Automobile and accessories, Number 23214—-The owner 


of a garage in Spain is desirous of purchasing American 


automobiles and accessories. Quotations should be made c. 
i. f. destination. Payment will be made in cash. Corres- 
pondence in Spanish. References. 

Tacks and iron hooks, Number 232238.—A man in Greece 
is in the market for tacks and iron hooks. Samples of articles 
desired may be inspected at the Bureau or its district offices. 
(Refer to Miscellaneous Exhibit Number 170.) 

Automobiles, motorcycles, motor boats, Number 23225— 
A man in Colombia would like to receive catalogues of auto- 
mobiles, motorcycles, and motor boats. 

Hardware, tools, Number 23239.—A wholesale merchant 
in Switzerland desires to purchase or obtain an agency for 
Prices should 
Cash will be paid against 
Correspondence in English. References. 


be quoted c. i. f. European port. 
documents. 


i 
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BOYS’ WAGONS WITH STRONG WHEELS OF 
STANDARD AUTOMOBILE TYPE. 


The old proverb that a chain is no stronger than 
its weakest link has been paraphrased by the Buffalo 
Sled Company, man- 

ufacturers of boys 


wheel. With this idea 
firmly implanted in 
their minds, they 


the question with a 
view of embodying 
in these playwagons a 
set of wheels that would possess extreme durability, 
and as a result, their Buffalo Auto-Wheel Coasters are 
equipped with strong wheels of standard automobile 
type. These wheels are thus described: The hub and 
bushing are of cold rolled, pressed steel. The spokes 
are of well-season, second-growth white ash, ovaled, 
mitred and machine riveted in the hub with the bush- 
ing turned over the ends. The felloe has a tire of 
flat steel, electrically welded and shrunk on by hy- 
draulic pressure, so that it cannot become loose or 
fall off, at the same time insuring a perfectly true 
wheel. The bearings are hard drawn, bessemer steel 
rollers, running on cold drawn, true, steel axles. The 
cap, which is shown attached to the hub in the accom- 
panying illustration, is said to protect both the hub 
and bearings from dust and grit, and a special washer 
prevents sliding out and consequently wear on the 
rolier bearings. Further particulars regarding the 
construction can be obtained from the Buffalo Sled 
Company, Department C, North Tonawanda, New 
York. 


Auto Wheel Coaster Hub. 


FREE ELECTROTYPES FOR ADVERTISING 
PENNSYLVANIA QUALITY LAWN 
MOWERS. 


As every intelligent retail hardware dealer realizes, 
advertising is firmly linked with modern business 
methods: In the face of wide competition, goods 
cannot be sold these days unless they are advertised 
in some way. Manufacturers with very few excep- 
tions are staunch believers in the potency of adver- 
tising and the manufacturers of the Pennsylvania 
Quality Lawn Mowers, as an example, have for a 
number of years used many of the leading magazines 
for this purpose. They advertise in order to con- 
vince the readers of the lasting satisfaction in their 
product, and hence make it easier for the retailer to 
sell more of these lawn mowers. One can easily see 
that it will be greatly to the hardware dealers’ advan- 
tage to cooperate with the manufacturers because 
‘then he can more readily sell to the prospects in his 
locality that. have been interested by the manufac- 
turers’ magazine advertising. To assist dealers who 
are thus willing to cooperate in advertising Pennsyl- 
vania Quality Lawn Mowers, a good selection of 


playwagons to say 
that a wagon is no’ 
stronger than its 
weakest part — the 


have carefully studied 


strong, carefully-planned advertisements is offered, 
electrotypes of which will be furnished free of charge 
for use in local papers. The various electros, to- 
gether with advertising suggestions, are shown in a 
booklet which retailers may obtain by addressing the 
Advertising Department, Pennsylvania Lawn Mower 
Works, Philadelphia. 


NEW SPIRAL-RATCHET DRIVER FOR SMALL 
SCREWS. 


The manufacturers of “Yankee Tools” are featuring 
a new spiral-ratchet driver designed especially for 
smaller screws. This, they state, is a quick-acting and 
convenient screw driver for carpenters, cabinet mak- 
ers, electricians and all other mechanics who frequently 
find it necessary to drive a large number of small 
screws. In the handle of the driver is a strong spring, 
as can be noted in the illustration herewith, which is 


= Sm = 


` 
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New Yankee Driver for Small Screws. 


said to drive the tool back quickly for the next thrust 
and holds it extended, so that the driver is excellently 
adapted for overhead work or in tight places where 
other types will not reach. Like the others of the 
Yankee line, this new screw driver is described as 


durably and efficiently constructed, giving lasting sat- 


isfaction to the user. It can be obtained from jobbers, 
and retailers desiring information about the entire line 
should write to the North Brothers Manufacturing 
Company, Philadelphia. 


MACHINE THAT SHARPENS TWELVE SAFETY 
RAZOR BLADES AT A TIME. 


The resharpening of safety razor blades is a rela- 
tively now field that is bound to increase in volume of 
business as the fact becomes 
more widely known that 
safety razor blades can be 
quickly and easily sharpened 
to their original keenness at 
a small cost. This rapid and 
inexpensive sharpening is“ 
said to be made possible by & l 
machines snch as the Hat- 
field Safety Razor Blade 
Sharpening Machine, shown 
m the accompanying illustra- 
tion, which is said to be ca- 
pable of grinding twelve y 
blades at a time. This means Ne AREAN EA iiti 
that it will handle twelve blades of any of the over 
three hundred makes of safety razor blades on the 
market, and according to the manufacturers it will 
give all of them a perfect velvet edge because of the 
exact oscillating motion of the rapidly-revolving roll- 
ers. The machine has a special attachment to hone 
the dullest blades, and is further equipped with spring 
holders that are said to be extremely fast and secure 
in operation, and with an in-and-out adjustment that, 
it is stated, enables the operator to sharpen perfectly 
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the original bevel of the blades. A special grinder 
attachment makes it possible to grind knives, scissors, 
skates, etc., in addition to the blades. Full particulars 
regarding construction, operation and terms of sale 
can be obtained from the Hyfield Manufacturing Com- 
pany, 21 Walker Street, New York City. 


MERCHANTS IN EDDYVILLE, IOWA, JOIN IN 
PUBLISHING MONTHLY STORE PAPER. 


The retail merchants and other. business men of 


Eddyville, Iowa, a town of 1400 inhabitants, have 
joined in publishing a monthly “store paper” called 
“The Eddyville Booster.” It is mailed under a one- 
cent stamp to every household in the trading territory 


WwW. Q. POWELL 


SELLS 


Hardware of the Best Quality 


Wagons, Wagons Beds, 
Buggies and Shafts 


Gasoline Engines, Pumps and Pump Jacks 


AND SAY! Our STOVES --!!!! ‘Nuff said 


PHONE 103 


EDDY VILLE, IOWA 


Half Page Hardware Advertisement in Eddyville Booster. 


contiguous to that enterprising business community, 
approximately 1500 families. | 

With the exception of three stores, every business 
institution of Eddyville is represented in the adver- 
tising columns of the “Booster,” using space ranging 
from a page of 9 by 6% inches to cards of 1%x3 
inches. There are advertisements of two retail hard- 
ware dealers, three implement firms arid 32 other 
stores, banks, restaurants, theatres, etc., which to- 
gether with the editorials, news matter and special 


COMPLETE SATISFACTION 
Comes only from the selection of goods that have stood the test of time. Our goods have 
stood that test, and today bear the highest reputation for quality and service among hun- 
dred of satished customers. 

Give us a trial for anything in the Agricultural Implement Line, Hardware and 
Stoves, American Fence, Auto Supplies. i 


PICKERELL & ODEM 


PHONE 14 EDDYVILLE, IOWA 


Quarter Page Hardware Advertisement in Eddyville Booster. 


articles—all of it “home print” and pertaining to the 
welfare of Eddyville and its neighboring farming 
community—make up a publication of 24 pages. The 
two retail hardware advertisements are shown here- 
with. 

The advertisement of W. Q. Powell occupied a half 
page. The text matter was short and to the point, but 
the advertisement would have been more efficient if 
some of the white space had been used to illustrate 
and describe one or two of the stoves. 

Pickerell and Odem, the other hardware firm, had 
a quarter page and used an excellent selling argument 


—that about satisfied customers, but here again it 
must be remembered that a timely, definite offer of 
some specific article of merchandise always brings 
the traceable results without which the beginning ad- 
vertiser is so likely to judge wrong as to the efficiency 
of advertising as a real sales producer. : 

The following editorial is well worth careful read- 
ing as a number of good “Home Trade” arguments 


are brought forth: 
. Buy in Eddyville—I!It Wil! Pay You. 

From the days when old Jabez P. Eddy located his 
indian trading house here down to the present, Eddyville 
has been a favorite merchandising center, and her merchants 
were never better able to serve you than today. Every busi- 
ness room in Eddyville is occupied and every dwelling is 
filled. As will be noted by studying the various announce- 


` ments in this issue, Eddyville merchants stand ready to sup- 


ply your every want. Their merchandise is dependable, their 
prices are moderate, their stocks are complete. Not having 
the high rents, higher clerk hire, advertising, lighting, fuel 
and kindred costs of the larger cities to pay as well as the 
higher costs of living entailed there, they are enabled to 
sell on a much lower basis and still make a fair margin of 
profit. That the larger towns have a larger population to 
draw trade from is true, but here again competition is 
fiercer, there are many more stores to divide up that trade, 
and the old saying that “many mouths make thin soup” holds 
good. It pays to buy in Eddvville. If you are not already 


a steady patron, get the habit! 


INTERESTING MANUAL ON PURIFICATION 
OF WATER BY SULPHATE OF IRON 
PROCESS. 


The most imperative needs of mankind are pure 
water, pure air and pure food. Few water supplies 
in this country, it is declared, are pure enough to be 
used in their natural state and hence they require 
some means of purification. The necessity of fur- 
nishing a pure, safe and satisfactory water, irrespec- 
tive of the degree of pollution of the available natural 
supplies, is unquestionably established because of the 
great number of diseases that may be traced to im- 
pure drinking water. In the earlier days various 
methods were used to purify public water supplies. 
but no real and practical solution for American cities 
was reached until American engineering genius took 
the matter in hand and evolved the mechanical sys- 
tem of filtration. In this system the chemical methods 
employed are all based upon a relatively-simple prin- 
ciple utilized when the housewife mixes the white 
of an egg with her coffee so as to gather the grounds 
around the albumen as it coagulates, leaving the coffee 
clear and brilliant. From 1897 to 1903, the plan for 
coagulating water generally employed required the use 
of alum, and in the latter year the American Steel and 
Wire Company’s sulphate of iron process was first 
used. In this method, a very small quantity of sul- 
phate of iron and caustic lime is added to the water 
as it passes from the pumps to the filters, the chem- 
icals uniting with the impurities in the water and 
settling out as feathery flocks which are subsequently 
removed. The Company’s engineers have obtained a 
large fund of information on the subject and they 
stand ready to assist local operators where this proc- 
ess is employed. An interesting and highly instruc- 
tive manual on their system has been prepared and 
will be sent to interested parties upon request, by the 
American Steel and Wire Company, Chicago. 
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Persistency is. Power. 


LESSONS ON HAND SAWS FOR THE DEALER 
AND THE CUSTOMER. 


There are many points every dealer and customer 
should know about handsaws and thfs information is 
very ably imparted by a little book 
named, “How to File a Handsaw,” which is issued by 
the Simonds Manufacturing Company. Lesson 1, en- 


of five lessons 


titled “What Is a Handsaw?”, tells us that this tool is 
a thin, flat blade of crucible steel, having a row of 
teeth along one edge. Handsaws are used for 


cutting wood, 
wearing away, 
given line. 
the 


metal, bone, and other materials by 
with the teeth, particles along a 
and forth by 
and and 


They are driven back 
muscular power of the hand 


arm, 
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Illustrating Different Styles of Saw Backs. 


the two kinds are: Cross-cut or cut-off saws, 
which cut across the wood fibers; and rip saws, 
which cut with the grain of the wood. Many varie- 
ties of each type are made for special uses, among 
which are the back, compass, coping, turning and 
hack saws. The common types have a flat, slightly- 
tapering blade of tempered steel, with a wooden han- 
dle fastened to the heavier end by screws, and the 
sizes, which are measured by the length of the blade, 
vary from 14 to 30 inches. Other such interesting 
notes are given in this lesson and the text is effectively 
supplemented by illustrations of the various types of 
saws, of the backs, of the teeth, etc., one of these 
illustrations being shown herewith. The other lessons 
develop the subject and all are worth the study of 
the retailer, his salespeople and the user. Copies of 
this booklet can be obtained from the Simonds Manu- 
facturing Company, Fitchburg, Massachusetts. 


FIRST CASH REGISTERS SOLD STOPPED 
LEAKS IN COAL MINING STORE. 


In emphasizing the advantages of their product, 
the National Cash Register Company relate that the 
first cash registers ever sold were purchased in 1882 
by the Miners’ Supply Company at Coalton, Ohio. 
This little store had been losing money steadily al- 
though it was doing a good daily business, and the 
two crude machines were bought to help keep track 
of the cash. Crude as these registers were, they 
stopped the leak, and the store commenced to make 
money. Since that time, it is said, National Cash 
Registers have been improved in a thousand ways, so 
that one of the new models will do for the owner 
what the first register did for the little Coalton store 
and much more—it will perform a great number 
of additional valuable services. The manufacturers 
are at all times glad to explain its advantages fully, 
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telling in detail about the complete, modern cash reg- 
ister and what it will do to help the retailer make 
more money. This interesting information can be ob- 
tained by writing the nearest agent or direct to the Na- 
tional Cash Register Company, Dayton, Ohio. 


PRICE MARKING TABLES THAT PROVIDE 
FOR COST OF SELLING. 


The problem of marking selling prices on merchan- 
dise to provide for a net profit after cost and over- 
head expenses have been paid is in most cases a mathe- 
matical one, and many a retail hardware dealer has 
lost money because he didn’t know how to figure his 
selling prices correctly. It is, therefore, well to know 
that a very complete set of 
tables has been compiled by C. 
Ropp and published by F. J. 
-chulte and Company, 202 South 
Clark Street, Chicago, by which 
any one can at a glance, with- 
out any figuring, find the exact 
price at which for instance, he 
must sell’ an article- that costs 
$1.50, in order to make 20 
percent net profit on the sell- 
ing price, with an overhead expense at 15 per- 
cent, the answer being $2.31. If his overhead is 20 
percent and he still wants to make 20 percent, the sell- 
ing price is shown to be $2.50. Copies of this very 
useful book can be secured at $5.00 each, either from 
the publishers or from AMERICAN ARTISAN AND 
HARDWARE RecorpD, g10 South Michigan Avenue, 
Chicago. 


COMPLETE LINE OF PAINTS, STAINS AND 
ENAMELS RETAILING AT 10 CENTS. 


What is claimed to be the one national line sold in 
1o-cent cans only is found in the Di-Mel-Ine Paints, 
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Display Sign Furnished to Dealers of Di-Mel-Ine. 


Stains and Enamels, comprising 29 colors. This com- 
plete, compact and distinctive line consists of prepared 
paint, ten colors; varnish stain, six colors; enamel 
paint, seven colors; screen enamel, two colors; stove 
pipe enamel; furniture varnish; gold paint, and alu- 
minum paint. All of these said to be of excellent qual- 
ity and the stove pipe enamel, for instance, of which a 
half-pint retails at 10 cents, is described as a glossy, 
brilliant jet-black that prevents rusting and withstands 
heat and weather conditions, being suitable for every- 
thing made of iron whether for indoor or outdoor use. 
The Di-Mel-Ine Paints, Stains and Enamels are sold 
in assortments or from open stock. Each assortment 
includes the full color variety and is packed with ad- 
vertising matter, among which is a handsome display 
sign as shown herewith, and all colors can be obtained 
from open stock. Color card and descriptive folders 
containing further information can be obtained from 
the Montauk Paint Manufacturing Company, one 
Second Avenue, Brooklyn, New York. 
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Some of the Chicago daily papers are again rais- 
ing a hue and cry about the large number of crimes 
committed in. the city: in 
which revolvers or fire- 
arms of some kind have 
been used to kill or maim 
innocent people. According 
to these newspapers, the 
proper way to stop these 
crimes is to have the State 
Legtslature pass a law pro- 
viding for the regulation 
of the sale and the posses- 
sion of such firearms. 

The proposition is that a license or permit must 
first be obtained before any person will be allowed 
to purchase and have in his possession an automatic 
gun, pistol or revolver or ammunition for same. 
When such a permit has been obtained the person 
may go to stores where these weapons are sold and 
the dealer is to keep a register of the sale made, 
giving the name and address of the purchaser to- 
gether with the number of his permit. . 


William T. Gormley. 


These provisions are very much in line with those 
contained in the Chicago City Ordinance which has 
now been in force for two or three years and which, 
it is admitted by every police officer and prosecutor, 
has had absolutely no influence so far as preventing 
criminals from obtaining and possessing firearms of 
that character is concerned—for the simple reason 
that a criminal is not inclined to let the authorities 
know that he is going to buy a gun or that he has one. 

In other words, the proposed law, as well as every- 
one of those in existence iti various states, is bound 
to fail in accomplishing the object for which it is 
intended. 


This, however, is no reason for the retail hardware 
dealers and other merchants who sell revolvers to re- 
main inactive and allow such a law to be placed on 
the statute books of Illinois without making an in- 
telligent effort to prevent it. 

My reason for this statement is that while the law 
will be utterly useless so far as its real object is 
concerned, it will result in material injury to those 
who sell guns and revolvers, and I base this assertion 
upon what has happened in localities where city ordi- 
nances and state laws of this sort have been enacted: 
In every place the result has been that the law abid- 
ing citizen has not been willing to go to the trouble 
of obtaining the permit or license prescribed under 
the law and has done one of two things. Either he 
has not bought the revolver that he wanted for the 
protection of himself, his family and his property; 
or he has evaded the law and secured a revolver, for 
instance by ordering it from a mail order house, or 
from a store some other city. 


Danger of Anti-Revolver Law Being Passed 
by Illinois Legislature in Coming Session - 


By Witu1am T. Gormtey, of the Bullard and Gormley Company, Chicago, Illinois. 


f 


That this is a fact I can prove from several cases 
that have come to my personal observation. 

One of these was that of a Chicago banker rated 
at several milhon dollars. His home is in Evanston 
which is just outside of the city limits of Chicago. 
This banker called at one of the down-town retail 
hardware stores and wanted to buy an automatic 
pistol for himself and one for his son. The dealer 
informed him that before this could be done he would 
have to secure a permit from the chief of police 
which would be issued after he had made suitable 
application for same and obtained certificates from 
two of his neighbors stating that he was a man of 
good moral character. 

Rather than go to this trouble, the banker told the 
dealer that he would send him an order by mail from 
Evanston, which he did, and as the Chicago City 
Ordinance does not apply to any locality outside of 
the city limits, the banker received his two pistols in 
due course of time. 

So far as the criminal is concerned, he can do the 
same thing, or preferably he will procure his weapon 
through some underground source or through some 
mail order house as his source of supply. 

It is of the utmost importance that the retail hard- 
ware dealers of Illinois take steps to place the real 
facts of this matter before the State Legislature and 
use every effort possible to prevent the passage and en- 
actment of such a foolish law as the one to which ref- 
erence has been made in the foregoing, and I trust 
sincerely that in the coming State Convention of the 
Ilinois Retail Hardware Association suitable action 
will be taken upon this matter, 


Js} 


Chicago, December 11, 1916. 


FIREARM PATENTED. 


Charles A. Nelson, Utica, New York, assignor to 
Savage Arms Company, Utica, New York, has se- 
cured United States patent rights, under number 
1,206,892, for a firearm described in the following: 


In a striker dogging 
means for a gun, an ac- 
tuating member pivoted 
on a horizontal axis and 
normally spring pressed 
downwardly and mov- 
able forwardly of the 
gun relatively to its piv- 
ot, and an actuated mem- 
ber normally held in for- 
ward position and over- 
lapping the actuating 
member and movable backwardly to clear the same, the over- 
lapping portions of said members having means to cam the 
actuating member forwardly under downward pressure of its 
spring following compression thereof on the actuated mem- 
ber resuming its forward position following backward move- 
ment thereof. 
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FLASHING ARRANGEMENT GIVES 
BEAUTIFUL EFFECT IN CHRISTMAS 
WINDOW DISPLAY. 


The illustration herewith shows an exceptionally- 
attractive Christmas window display whose beauty 
was materially enhanced by a flashing arrangement 
for the electric lamps. It was arranged by H. E. 
Westcott for the I. E. Swift Company, Houghton, 
Michigan, and. received Honorable Mention in 


EXHIBITS IN AMERICAN ARTISAN 
WINDOW DISPLAY CONTEST 


metrically placed and practically all of them bore neat 
little Christmas price cards. P 

The background, as can be seen in the illustration, 
had a diamond-shaped arrangement with circles at 
two ends, all of which were lined with colored elec- 
tric lamps. This portion of the display also evi- 
denced the exact symmetry which gave so much 
beauty to the step display, and its centerpiece was a 
cut-out of Santa Claus holding streamers in his hands 


‘attached to various articles in the window. 


Window Display of Christmas Gifts Awarded Honorable Mention in AMERICAN ARTISAN AND HARDWARE RECORD 
Windcw Display Competition. Arranged by H. E. Westcott for the |. E. Swift Company, Houghton, Michigan. 


AMERICAN ARTISAN AND HARDWARE Recorp Window 
Display Competition. 

The body.of the window display was white, the 
steps being covered with cotton batting, the floor and 
background with canton flannel, while the cotton bat- 
ting bordering the entire display was trimmed with 
white holly leaves. Diamond dust sprinkled over the 
entire window gave it a high glitter which was very 
attractive, and the steps, backv-al! and floor were ar- 
ranged with a multitudinous array of plated ware for 
the home which included serving trays of various 
patterns; knives, spoons, forks and sharpeners; per- 
colators and chafing dishes; casseroles; many designs 
of crumb trays; vacuum bottles; ash trays; shaving 
outfits: manicure sets; serving sets; trays for cakes, 
candies, fruits, etc.; teapots and coffee pots; cigar 
stands; cutlery sets; hangers and other related items. 
The numerous articles were very carefully and sym- 


One of the chief features of the window display 
was the flashing of lights off and on by means of a 
motor and flasher. By this arrangement, green 
lamps illuminated the window for 30 seconds, then 
the main window lights were turned on for two 
minutes, following which red lamps were switched 
on for 30 seconds and the process repeated during 
the evening. This innovation, the owners state, im- 
parted a very beautiful effect to the brilliance of the 
plated ware and the diamond dust. Naturally, such a 
very handsome window display attracted quite a 
number of customers to the store and proved to be a 
very profitable investment. 


~ 


The purpose of advertising is not merely to sell 
goods, but to sell more goods—to make friends, and 
to build up a patronage that will not only stick, but 
one that will grow. 
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NOVEL WINDOW DISPLAY PICTURES 
INTERIOR OF HOME ON 
CHRISTMAS EVE. 


A Christmas window display which was highly 
complimented by the public and which resulted in a 
great number of sales through its suggestions, is 
shown in the accompanying illustration. It was ar- 
ranged by O. M. Weston for the A. M. Holter Hard- 
ware Company, Helena, Montana, and received Hon- 


orable Mention in AMERICAN ARTISAN AND HARDWARE. 


Recorp Window Display Competition. 

As can be seen from the picture, this cleverly- 
arranged window display depicted both the interior 
and exterior of a home on Christmas eve just before 
Kris Kringle made his annual call. In the room at 
the extreme left a fireplace was erected in realistic 
fashion and several pairs of stockings were hanging 
from its mantelpiece. Pictures and advertising cards, 


the outside of the home with the large “icicles” hang- 
ing from the roof and the ground covered with a 
blanket of “snow.” The “street” thus arranged was 
lined with “trees” and had a “church” in the dis- 
tance, meanwhile displaying snowshces, hockey 
sticks and other items for winter sports. 


The entire arrangement proved to be one of the 
sort that literally “gets under the skin.” Its clever, 
neat and consistent appearance was a genuine attrac- 
tion and made a decided appeal to every passer-by, 
with the consequence that the store’s sales of Christ- 
mas gifts was decidedly increased. 


WINDOW DISPLAYS FOR WINTER SEASON 
MAKE EXCELLENT ENTRIES FOR 
_ WINDOW DISPLAY COMPETITION. 


One of the most potent means for featuring hard- 
ware is the window display. Up-to-date business 


Window Display of Christmas Gifts Awarded Honorable Mention in AMERICAN ARTISAN AND HARDWARE RECORD 


Window Display Competition. 
Company, 


together with sprigs of spruce were attached to the 
walls, while the floor was neatly arranged with a 
rug and cushions, the back portion displaying a sled, 
boxing gloves, shotgun, tool set and other appro- 
priate Christmas gifts. To the right a Christmas tree 
was set up, prettily decorated and strung with elec- 
tric lights, giving a very attractive appearance to the 
room which was in itself a very commendable window 
display. í 

The room in the center represented the library with 
the lady of the house sitting at the table perusing a 
newspaper. The pretty electric lamp cast its. mellow 
glow over the room which was furnished with tasty 
hangings and pictures, a window seat with sofa pil- 
lows and rugs. An open doorway connected the two 
rooms; a French window was built in the back wall 
of the “library,” and a closed door was set up in the 
outside wall of the house. 

In the extreme right section of the window we have 


Arranged by O. M. Weston for the A. M. Holter Hardware 
Helena, 


Montana, 


men are gradually becoming cognizant of the impor- 
tance of this branch of merchandising, and not much 
urging is required to induce the hardware retailers 
among them to enter AMERICAN ARTISAN AND 
HarDWARE Recorp Window Display Competition, 
which closes on February 1, 1017. 

_ Competitions of this sort have been held regularly 
for years by this publication for the sole purpose of 
advancing the art of hardware window trimming and 
incidentally offering many valuable suggestions to 
every participant. 


Four cash prizes, amounting to $10u.00 are awarded 
for the four window displays judged most excellent; 
while Honorable Mentions are given for the others 
deemed capable of making a strong appeal to passers- 
by. | | 

The opportunities for engaging in the present Com- 
petition are so great that they should not be neglected. 
Aside from his holiday displays, the window trimmer 


‘Veadquarters, Coates House. 
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can prepare any number of attractive arrangements 
dealing with items for the winter season ahead. 
Among the many lines whose sales may be thus 
increased are: coal stoves and ranges, oil stoves, room 
heaters, warm air heaters, hunting equipment, 
gymnasium outfits, boxing gloves, punching bags, 
basketball supplies, sleds, skates, ice shovels and 
scrapers, and besides these are many articles season- 
able the year round, such as general hardware, build- 
ers’ hardware, tools of all sorts, kitchen utensils, house 
furnishings, electrical supplies, automobile acces- 
sories, cutlery and serving sets, etc. Each attractive 
window display of any of these lines makes a strong 
bid for the prizes, and no limit is set as to the num- 
ber of window displays that may be entered. More 
than six weeks remain, giving plenty of time to pre- 
pare and photograph several arrangeinents. The de- 
tails of the. award of prizes and conditions of the 


Competition follow herewith: 
Award of Prizes. 
The prizes will be awarded as follows: 


First prize, $50.00 in cash, for the best photograph 
and description received of window ipay of hard- 
ware and kindred lines., 

Second prize, $25.00 in; cash, for the photograph and 
description second in excellence. 


Third prize, $15.00 in cash, for the photograph and 


description third i in excellence. 

Fourth prize, $10.00 in cash, for the photogr aph and 
description fourth in excellence. 

l Conditions of Competition. 
The conditions of the competition are as Pillows: 
The photographs must. be accompanied by descrip- 

tions of how the window displays were arranged and 

the materials used. These photographs. and descrip- 
tions may be sent by mail or express, charges prepaid, 

and must reach this office not later than February 1, 

1917. Address all photographs and descriptions to 

AMERICAN ARTISAN AND HARDWARE Recorp Window 

Display Competition, gto South Michigan Avenue, 

Chicago, Illinois. 

Each photograph and description must be oe by 

a fictitious name or device and the same name or 


device must be put upon a- sealed envelope containing 
the real name and address of the contestant. This 


sealed envelope is to be enclosed with the photograph. 
Contestants are permitted to.enter. as many photo- 
graphs of displays as they please. 

A Competition Committee of three will be ap- 
pointed; one of them will be an expert window dresser 
and one an experienced hardware man. This. Com- 
mittee will pass upon the merits of all photographs 
and descriptions received, without knowing the names 
or addresses of the senders, and will decide the win- 
ners of the Competition. | | 


COMING RETAIL HARDWARE CONVENTIONS. 


In the following is given a list of the coming An- 
nual Conventions of Retail Hardware Associations 
which have been announced, their dates, and places 
of meeting, and the names and addresses of the re- 
spective Secretaries: 


‘The Western Retail Implement, Vehicle and Maria 
Association, Kansas City, Missouri, January 16, 17, 18, 1917. 
H J. Hodge, Secretary, Abi- 


lene, Kansas. 


_ Indiana. 


Pacific Northwest Hardware and Implement Association, 
Spokane, January 17, 18, 19, 1917.. E. E. Lucas, Secretary, 
Spokane, Washington. 


Missouri Retail Hardware Association and Wasso 
Valley Implement Dealers’ Association, St. Louis Coliseum, 
St. Louis, January 28, 24, 25, 26, 1917. F. X. Becherer, 
Secretary, 5136 North Broadway, St. Louis, Missouri. 


Mountain States Hardware and Implement Association, 
Denver, Colorado, January 23, 24, 25, 1917. J. H. Jenkins, 
Secretary, Pueblo, Colorado. 


Texas Hardware and Dapit . Association, Dallas, 
Texas, January 24, 25, 26, 1917. B. H. Getz, Secretary, Fort 
Worth, Texas. 


Indiana Retail Hardware Association, Indianapolis, Jan- 
uary 80, 81, February 1, 1917. M. L. Corey, Secretary, Argos, 


Nebraska Retail Hardware Association, Omaha, Feb- 
ruary 6, 7, 8, 9, 1917. Nathan Roberts, Secretary, Lincoln, 
Nebraska. 

Pennsylvania and Atlantic Seaboard Hardware Associa- 
tion, New York City, February 6, 7, 8, 9, 1917. Headquarters, 
Hotel Astor. W. P. Lewis, Secretary-treasurer, Huntingdon, 
Pennsylvania. 

New York State Retail Hardware Association, New York 
City, February 6, 7, 8, 9, 1917. Headquarters, Hotel Astor. 
John B. Foley, Secretary, Syracuse, New York. 

Wisconsin Retail Hardware Association, Milwaukee, Feb- . 
ruary 7, 8, 9, 1917. P. J. Jacobs, Secretary, Stevens Point, 
Wisconsin. 

Kentucky Retail Hardware Association, Louisville, Ken- 
tucky, February 18, 14, 15, 1917. J. M. Stone, Secretary, 
Sturgis, Kentucky. 

Towa Retail Hardware Association, DesMoines, February 


- 18, 14, 15, 16, 1917. A. R. Sale, Secretary, Mason City, Towa. 


Michigan Retail Hardware Association Convention, De- 
troit, February 18, 14, 15, 16, 1917. Arthur J. Scott, Secre- 
tary, Marine City, Michigan. | : 

North Dakota Retail Hardware Association, Fargo, Feb- 
ruary 14, 15, 16, 1917. C. N. Barnes, Secretary, Grand Forks. 
North Dakota. 

' © Minnesota Retail Hardware Association, St. Paul, Feb- 
ruary 20, 21, 22, 23, 1917. H. O. Roberts, Secretary, 1032 
Metropolitan Life Building, Minneapolis, Minnesota. l 

The Ohio .Hardware Association, Dayton, February 20, 
21, 22, 23, 1917. James B. Carson, Secretary, Dayton, Ohio. 

‘South Dakota Retail Hardware Association, Sioux Falls, 
Faua 27, 28, March 1, 2, 1917. H. C. Parker, Secretary, 
Murdo, South Dakota. 

Florida Retail Hardware Assocation Tampa, Florida, 
May 8, 9, x 1917. W. L. Harlan, Secretary, Atlanta, Georgia. 


RET AIL HARDWARE DOINGS. 


lilinois. 


The Eakles hardware store at Mendon fas suffered a 
$2, 000 fire loss. 
Joseph J. Genant, Freeport, has sold his interest in the 


Genant and Company hardware firm to William Worthington. 


lowa. 

F. H. Mack’s hardware stock, Grand Touches, has been 
sold to Fred Morgan. 

Charles Ackerman, Buckeye, has bought a hardware store. 

Pete Delerdang, Struble, has purchased the Struble Hard- 
ware Company’s business. 

Knoweles and Shepard, McGregor, have dissolved part- 
nership, C. Shepard continuing the hardware business. 

Minnesota. 


George Schwickert, Mankato, has bought the Gacke and 
Son hardware store. 

August Gaummitz, Isle, will open a hardware store. : 

Ole N. Aamot, Milan, has purchased the hardware and 
implement business of P. F. Bonde and Son. 

M. D. Perkins, Otisco, has sold his interest in the hard- 
ware business to. the Lampert Lumber Company. 

Missouri. | 


The Murray Grain and Hardware Company, Iantha, has 

increased its capital from $25,000 to $50,000. 
Utah. 

The Power Electric and Hardware Company, Salt Lake 
City, has been incorporated with a capital stock of $25,000 
to conduct a hardware store and machine shop. 

Wisconsin. 

The Guarantee Hardware and Furniture 
Stevens Point, is a new firm. 

Stellch Brothers, Weillsville, will engage in the hardware 
business. | : 

Gerhardt Adrain, Jr., Cassville, has purchased a half 
interest in the Joseph Kuchenberg hardware store. 

J. M. Foster, Grand Marsh, has sold his hardware store 
to Omar Buredorff. 

Samuel and John Grenzow, Clarno, have purchased the 
hardware, etc., business of Ulrich Schar. 


Company, 
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Popular Automobile Accessories Offer 


Great Opportunity to Hardware Dealers 


The American Auto Lock Company, Pittsburgh, 
Pennsylvania, makers of automobile specialties, have 
been incorporated for $50,000 by James W. Alexander, 
Albert E. Evans and Arvid P. Sunnergren. 

The Mayo-Skinner Manufacturing Company, Chi- 
cago, Illinois, have recently moved to their new plant 
at 2115 Elston Avenue. Their equipment and facili- 
‘ties for the manufacture of automobile hand pumps, 
spark plug pumps, air compressors, electric garage 
pumps, etc., have been greatly increased, and the Com- 
pany expects to offer to the trade a more extensive 
line of automobile accessories than is being made at 
the present time. 


AUTOMOBILE LIABILITY INSURANCE CAN BE 
TAKEN WITH WISCONSIN HARDWARE 
MUTUAL COMPANY. 


The Wisconsin Hardware Limited Mutual Liability 
Insurance Company now offers automobile accident 
and public liability insurance. This Company is not 
identical with the Wisconsin Hardware Mutual Fire 
Company but it is officered and directed by the same 
men who are recognized as able insurance underwrit- 
ers. The Liability company begins its operations 
with dividends which net 25 percent less than stock 
company figures and in view of the high character of 
its management retail hardware dealers can well af- 
ford to investigate its proposition. 

P. J. Jacobs, the busy and thoroughly efficient 
Secretary-Treasurer of the Wisconsin Retail Hard- 
ware Association, is also Secretary-Treasurer of the 
two Companies named in the foregoing. His address 
is P. J. Jacobs, Stevens Point, Wisconsin. | 


STRONG ADJUSTABLE WRENCH FOR 
AUTOMOBILES. 


An article that goes into the tool kit of the automo- 
bile, motorcycle or motor boat must of necessity be 


Bemis and Call Model Number 80 Motor Wrench. 


compact in size, yet durable and efficient in operation. 
The man at the wheel, at the handle bars or at the 
helm—as the case may be—wishes to feel certain that 
every tool or device he has can be easily applied and 
operated and that it will serve its purpose under the 
most trying conditions; h@nce the retailer who deals 
in such items can find a ready sale for them. A tool 


of this class is said to be found in the Bemis and Call 


Model Number 80 Motor Wrench which is described 


as useful on automobiles, motorcycles, motor boats, 
gasolene engines and for all other purposes where a 
thin, strong adjustable wrench is required. It has a 
straight handle and a head set at an angle of 22 
degrees. The jaws are made thin enough for check 
nuts and close contracted spaces and are adapted for 
hexagon as well as square nuts. Because of its special 
design, the wrench is said to have rigid strength where 
the usual type of offset head adjustable wrenches are 
weak and liable to break. Further details, together 
with size and price list, can be obtained from the 
Bemis and Call Hardware and Tool Company, Spring- 
feld, Massachusetts. 


COMBINATION PIPE VISE AND ANVIL 
ESPECIALLY ADAPTED FOR 
AUTOMOBILE REPAIR 
WORK. 


The illustration herewith shows one of the Rock 
Island line of vises, the Autovise, which is specially 
adapted for auto- 
mobile and heavy 
repair work. This 
combines a pipe 
vise, an anvil and, 
j of course, vise 
jaws, and accord- 
ing to the manu- 
facturers, is made 
of heavy material 
with these specifications: Screw and handle of 
cold rolled steel, jaws of a fine grade of crucible cast 
tool steel, nut of malleable iron, and vise casting of a 
mixture of highest grade iron and steel. The vise 
has 3%-inch jaws and weighs 80 pounds, while a 
smaller size, with 3-inch jaws. and weighing 32 
pounds, is made for the use of the individual auto- 
mobile owner. Both types are painted with a high 
grade dull paint and all finished parts are highly pol- 
ished and lacquered. The manufacturers say that 
although they cannot guarantee the vises not to break, 
they do guarantee to replace broken parts free of 
charge. Further particulars of the Rock Island Vises 
are contained in the catalog which will be sent upon 
request, by the Rock Island Manufacturing Company, 
Rock Island, Illinois. 


Rock island Autovise. 


The man or boy who says that there is no chance 
for him under our present system of “machine-driven” 
organization of business, is about as far from the 
facts of the case as he can be, for it is being demon- 
strated every day that the man—or woman—who 
really means to go ahead and who, therefore, is will- 
ing to do his best and to make his best better as the 
days go on, always gets ahead. 
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The two Christmas advertisements that are repro- 
duced on this page indicate in a very clear manner the 
difference in the views that retail hardware dealers take 
as to advertising—how it should be done and what 
may be expected from it. 


The four columns wide and twelve inches deep 
advertisement of the Pacific Hardware Company, 
Everett, Washington, was inserted in the Tribune, of 
that city, and it is worthy of high commendation be- 
cause it contains all the requisites of a good adver- 
tisement—one that will bring definite returns in the 
way of sales of certain articles. 


First, the advertisement is pleasing in appearance. 


PACIFIC HARDWARE COMPANY 
Annual Christmas Sale 


Extra Special TA communiy 


Values 


Thermos Lunch Kits, reg. $2.50, special $1,98 = 
25 Watt Mazda Lamps, reg. 27c; special, 19¢] & 
60 Watt Mazda Lamps, rez, 36c; special, 27c 


> We have the unsqualed Jine of Stiverware 
Gillette Razors, reg. $5.00: special, $4.37) # 


a Sewing Machine, reg. $44.00: special, $27.85 B| in three classes—sU-year, 25-year and 10- -year [ee] 
z Alarm Clocks, reg. $1.25: special... .. E \ | guarantees. We have in stock all the’ latest Pp 
Butcher Kulves, reg. 236c: special... .. 13e i ; 
ft Wood Baskets, reg. 65c; special, |... 39e patterns, put up in cheste or by the single ee] 
Pocket Knives, reg. 75¢, special, |, 49c a piece Special tow prices on nll patterns, 
= Roller Skates, ball bearing, reg 32 $1.69 . Q 
e| E GUARANTEED > 
oe ee Clothes Wringers BRASS JARDINIER Lees 
"Covered coge and Kf | Medium size, mate of /© az 
< ball bearing. regu- solld brass, regular $1.30; 7) 
5.50; a 
a. E E 1 $4.22 Me | Special... .s..... $1.19 
WW peoia 22 ¢ A ee n) 
SS 
Q] Bargains in Housewares and Ranges in Our Economy Basement z 
~~ CLOTHES COFFEE SAVORY ROASTERS CLOTHES PINS ALUMINUN PATENT COVERED m 
ercolator ‘ Wes i Per dozer _, SAUCE PAN 
fe BOILER Regular 34.00; | Rreular ue 25: Special |, 89c i0 Hea z ale is, x i a nat < 
Size No. 9, heavy | Special . $3.59 | —— ma eusisinee Gover ¢ be clampe Hs 50 33 to m 
g J make a strainer, You necd one, Buy 
ul tin sides and all ALUMINUM s sa asia WASHBOARDS {it todas Marc in two sizes, xy 
` r ug 4 r x : + 
> | copper bottom: ràe Kettle as pecial. $1.89 |- Alaminum Regular $2.15; Special |. $1:69 
uj N Regular $1.85; | ~mm paver eas =£ 
ular Seer: Special | -$1,29 ALUMINUM ROASTERS Hos ia c; oF Regular $2.75: Special ||. $2.27 
—— Spe wee 27 
Special... $2.07 ENAMELED Regular $4.00; Special , $2.98 SEES thy o 
Z DIPPERS WAFFLE IRONS | = 
s Regular 15c; Regular size, spe- |E 
= Bonet Special (1... Be cial. erch., 98c ii f 
' LIQUID E Sn j 
i N VENEER . ~ | TOILET TISSUE | § ire 
Zz È Regular 50c " eS ae 
Special 34c js i rolls for, , 25c 
= aw 
<< | Home of Santa Claus TOYLAND Reduced Prices on Every Article | = 
DOLL BUGGIES ia 
© WELOCIPEDE a comte nne | OVerland | TINKER TOYS Erector 3 
œ With plats wheels and rubber | ‘from the plain Sees eae aN 33 ; m 
style seling for W agons 50c; ...39¢ h 
< tires, all sizes In both myles: 73e, up to the To S 4 
highest grade} X® ! ......... $3.98 DOLLS 
fe] prices range from $3.50 to $15.00 ghet gr = 
+ selling at $14.20 | No.2 2.1.1.2... $4.89 fs rae Ps The most practical gift for a 
eg 
f a GE fe No.3 001 4..., $5.48 | Rez. $1.25 $1.03 boy. It will develop the 
games octling young mind, aod a boy never 
from 4c to $3.38] QUACK DOODLE Fi ae tires of it. We have acts 
. or egular SU; oo 
WAGORS Cee Special $1.26 | PTH fom. 50c to $25.00 
An stemt, regu- | OWF price oo... 39¢ t — feats 
Yar $1.25: ——_——— ee TOY AUTOS 4] 
Speciat 1.03 Made of steel, 
? TEDDY BEARS will run acrons 
eens. All sizes, svlliog at re- |* room, reg. 15c: 
Special Prices Uneed prices Speclat 53¢ 


Bo PACIFIC HARDWARE COMPANY paver 


Delivery 


E 


The arrangement, the judicious use of display lines, 
the “balance?” of the illustrations and the reading 
matter—all are excellent. 


Second, a number of items are described and priced 
at definite prices—some. at regular figures, others at 
special ones. | 


Third, there is enough variety in the offering to 
appeal to practically all classes of trade, thus insuring 
a general interest on the part of the readers of the 
advertisements. | l 

The writer of this piece of sales inducing litera- 


ture is to be complimented highly on his effort, and 


there is little question that the Pacific Hardware 
Company received splendid returns in shape of heavy 
sales of the articles advertised, as well as of many 


ADVERTISING CRITICISM AND 
COMMENT 


Helpful Hints for the Advertisement W riter 


other items in which the visitors became interested, 
simply by noticing them while they were in the store. 


4 
ok x x 


In the advertisement of Wilson and Cooke, Oregon 
City, Oregon, which was inserted in the Oregon City 
Enterprise, there is an example of the other style of 
advertising which while it may be easier to prepare 
is far less likely to produce real results. 

As will be noted from the illustration which is a 
reduction of their two columns wide and four inches 
deep advertisement, there is no definite offer of any 
article, although three suggestions are made of suit- 
able presents for boys. 


On occasions like the weeks just preceding Christ- 
mas, customers are looking for articles to buy. They 
want help in making up their purchases of presents, 


XMAS SHOPPING 


Do your Christmas kopse i and have fas first 
choice. 


Buy the boy an Overland Wagon, a Chest of Tools, 
Pocket Knife, or one of the many other things which 


you will find in our store. 


‘You will find some very useful presents in our store 
for every member of the family. 


HARDWARE THAT STANDS HARD WEAR 
At Prices That Stand Comparison 


WILSON & COOKE 


524 MAIN STREET OREGON CITY. OREGON 


and what better service can the retail hardware dealer 


render at such a time than telling them in ordinary, 
plain “across-the-counter” language of some of the 
hundreds of articles he has in stock that are suitable 
for Christmas presents? 


While this advertisement is worthy of commenda- 
tion for its good “language,” it is not forceful enough, 
and it is quite certain that Wilson and Cooke go about 
their selling or personal invitations to come to their 
store in a very different way. 

Why not make the newspaper space you pay for 
“produce”? But you can do that only by putting into 
that space real salesmanship, just as you can only 
expect a person to sell an article if he shows it, dem- 
onstrates it, describes it and quotes a definite price 
thereon. 

x ROK | 

Do not be afraid of outgrowing your job. There’s 
a larger place to fill when you have proved your ability 
to fill it. 
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HEATING AND 


LACK OF CIRCULATION MEANS IS CAUSE 
OF FAILURE OF THIS WARM AIR 
HEATER TO WORK PROPERLY. 


In the December ninth issue of AMERICAN ARTISAN 
there was published a letter together with sketches of 
the plan for a warm air heater installation which is 
not working satisfactorily. 

The following reply has been received and as it 
points out an important feature of correct installation 
work, we are glad to publish it: | 
To AMERICAN ARTISAN: 

I notice by AMERICAN ARTISAN that “Fresh Air 
Heat” is having his share of trouble with an improp- 
erly installed warm air heater. . 

If he had given the size of basement pipes and wall 
stacks, it would have been easier for an outsider to 
give the desired information. From an engineering 
standpoint, the size of all windows should have been 
given to determine the proper sized pipes. _ 

Would recommend a cold air register at the foot of 
the stairs with the total capacity of all the hot air 
pipes. If this cannot be done place a 5x12 inch ven- 
tilator register in each room carrying the air down 
through partition and connect to heater. The latter 
method will give the best satisfaction, but would rec- 
ommend that the outside cold air be excluded except 
in mild weather. Should your City Ordinances com- 
pel you to use the outside air place the 5x12 ventilator 
registers as stated above and carry the air up 
through partitions and connected with ventilators 
placed on roof. | 

Trusting this will help you get the desired results, 
Iam > 

es: truly yours, 
F. G. DEETs. 

Aurora, Illinois, December 11, 1916. 


From the house owner in question we have also 


secured the dimensions of the windows which are as 
follows: 

Large window in front bay, 36x72 inches. 

All other windows, except in kitchen, bathroom and 
pantry, 30x72 inches. 

Kitchen windows, 27x72 inches. _ 

Pantry and bathroom 24x54 inches. 

The double wall stacks are of the regulation size, 
4x14 inches gross. 

The basement pipes are ro inches in neie 

With these figures at hand, we trust that other in- 
stallers will find it convenient to suggest steps by 
which this installation can be improved so as to render 
efficient service. 


Long-headed folks are E near- -sighted but 
never short-sighted. 
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VENTILATING 


COMPLIMENTS AMERICAN ARTISAN ON 
ANNUAL WARM AIR HEATER SPECIAL. 


Among. the many complimentary expressions that 
have come to us on the occasion of our Annual Warm 
Air Special, the following is characteristic: 

To AMERICAN ARTISAN: 

A few days ago AMERICAN ARTISAN of December 
2nd was waiting for me to “bust” its wrapper, it be- 
ing of extra size. “Iwas soon done and I was more 
than pleased with its contents—your Annual Warpi 
Air Heating Number. 

Warm Air Heating is a subject I De been much 
interested iù for many years; it is the ideal heat for 
dwellings. Hot water, steam and vapor all have their 
place, but are not to be compared with warm air in 
its place. 

I am more than pleased with the progress of the 
Warm Air Heating Industry, also to note the honor- 
able mention the “‘pipeless” gets, as it also has its 
place. Many old houses are without much cellar room. 
Many people do not want their rooms ventilated. 
Many will welcome a pipeless; the rural users clamor 
for it. But be careful and install it properly. It’s 
just as necessary to use judgment in installing a pipe- 
less as any other heating plant; because it has few 
connections, is no reason why mechanical skill should 
not be used in its erection as well as its location. A 
novice seems to have much time and “hot air” theory 
to display in the heating game. 

When it comes to quality, service and proper in- 
stallation.it requires mechanics, not common labor. 

ao for Better Warm Air Heating, 

S. E. McDowELt. 

Pewaukee, Wisconsin, December 11, 1916. 


PHILADELPHIA INSTALLERS OF WARM AIR 
~ HEATING APPARATUS WILL START 
COOPERATIVE ADVERTISING 
` CAMPAIGN IN JANUARY 
1917. 


The Master Tin and Sheet Metal Contractors’ As- 
sociation of Philadelphia has collected nearly $1 ,000.00 
which is to be spent for a cooperative advertising cam- 
paign on the superiority of warm air. heaters for 
homes and other buildings. The campaign will start 
shortly after January 1, tot: 


WANTS REMEDY FOR FAULTY OPERATION 


OF CHURCH HEATER. 


An installer writes us as follows: 


- To AMERICAN ARTISAN: 


Some time ago I installed a large room heater in a. 
medium sized country church. The heater has a 24- 
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inch firepot and is located in one end of the audito- 
rium. On two sides and at the rear is a balcony which 
has a closed railing, so that it seems impossible to 


get good circulation of heat, the complaint being that 


when the lower part of the room is heated to a com- 
fortable temperature it is too warm in the balcony. © 

We should like to hear from some of your readers 
with suggestions as to how this condition can be 
| remedied. 

Yours truly, 
WARM AIR HEATER DOn 

=o trace December 12, 1916. 


HEATING AND VENTILATING ENGINEERS OF 
ILLINOIS DISCUSS PLAN FOR EXACTING 
PAY FOR MAKING ESTIMATES. 


' Much interest and discussion was aroused at the 
December meeting of the Illinois Chapter of the 
American Society of Heating and Ventilating Engi- 
neers, held on Monday evening, December 11th, at the 
Engineers’ Club, 314 South Federal Street, Chicago, 
‘when Herman Wallace Nelson, Moline, Illinois, ad- 
dressed a gathering of over forty members and 
guests on: “The Nelson Form for Choosing Bidders 


and Awarding Contracts.” 
Chicago for 1917 Summer Meeting. 


Before introducing the speaker, President Powers 
referred to the January meeting of the parent body 
to be held in New York City. He suggested that all 
members of the chapter who contemplate going to 
this meeting, should send Secretary Stacy a memo- 
randum so that arrangements can be made to send 
them east in one delegation. It was pointed out that 
if a large and representative delegation attended the 
meeting at New York, it would encourage the idea 
of holding the 1917 summer meeting in Chicago. 

Upon motion which was carried, the Secretary was 
instructed to forward an invitation to the parent body, 
inviting it to hold its summer meeting in the city of 
Chicago. It was then announced that various com- 
mittees would be appointed by President Powers, and 
that these committees would be empowered to prepare 
a program of entertainment, etc., 


summer meeting being held-in. Cheese. 
Beneficiary Should Pay for Competition. 


In introducing Mr. Nelson, President Powers said 
that the speaker would talk on a subject which has 
made many contractors “hot under the collar.” 


Mr. Nelson spoke extemporaneously. He prefaced 
his remarks by stating that although the subject was 
not a technical one, it was one of vital interest to 
heating and ventilating engineers. Some of the epi- 
grammatic declarations by Mr. Nelson during the 
course of his address were as follows: 


“I have found that the contractors who get. most 
of the work on public buildings, are the ones who 
figure most in the bankruptcy proceedings. 


“Competition is essentially an American institution, 
but I don’t believe in the kind of Some tee some 
architects believe in. 

“Estimating and playing poker is ‘very much alike 
in many instances. There are contractors who are 
nothing more than gamblers. They are gambling 


| every day. 


prevent the architect from taking their bids. 


in anticipation of a- 


That’s the reason why only about 15 o 
cent of them are really successful. 

“The contractor should do away with the gambling 
end of estimating. Commercialize it. Place it upon 
a business basis. 

“The building owner who receives the benefit of 
competition should pay for that competition and 
justly distribute the cost of same. I believe that 
every plan for every building should pay its propor- 
tionate cost for that competition. The owner can 
have as much. competition as he wants to pay for. 
When he realizes that he must pay for competition, 
he will naturally desire to limit it to three, four, or 
five contractors—competent and reputable ones.” 

“How about the legality of these charges for esti- 
mating?” asked a member of the Chapter. “Will 
such charges be construed as an attempt to increase 


prices, in the sense that a number of men have gotten 


together to accomplish this purpose: nA 

Mr. Nelson replied: “There is no law to prevent 
contractors from charging for service. I have had 
this very question up with attorneys and they tell me 
that a man who estimates is rendering a service for 
which he has both a moral and legal right to demand 
payment. Compensation for time spent in estimating 
is not necessarily going to prevent some contractors 
from figuring for nothing—without pay, and you can’t 
How- 
ever, I am not concerned: about the man who esti- 
mates for nothing. He is practically like the mer- 
chant who gives his goods away. He is the one who 
will suffer.” 

“Does your idea jibe with that of Bell Wright and 
his American Quantity System?” asked another mem- 
ber. | | 

“Essentially the same,” replied Mr. Nelson. “Mr. 
Wright believes that contractors should be paid for 
estimating. He believes that all contractors should 
put a little dignity into their estimating by charging 
for services rendered—instead of running around to 
figure for nothing on every little ten cent job.” 

“Mr. Nelson, do you think that a law might be 
enacted to compel compensation for estimating?’ was 
another question. : = 

“The building exchanges all over the country are 
interested in the enacting of such legislation,” re- 
plied the speaker. “Particularly on public work, such 
as schools, state and county institutions, etc.” 

After the conclusion of Mr. Nelson’s- address, it 
was moved and adopted that a vote of thanks be ex- 
tended to him for his illuminating -remarks. 5 

Members of the Chapter appeared to be in thor- 
ough accord with the principles outlined in Mr. Nel- 
sois talk. Everybody agreed. that estimating should 
undoubtedly be placed upon a strictly commercial 
basis and that the day of estimating merely for the 


pleasure or privilege of estimating was passing away. 


According to the Tennessean, of Nashville, Decem- 
ber 12th, two petitions in bankruptcy have been filed 
against the Schueler Brothers Company, Nashville, 
warm air heater installers. Assets are listed at 
$3,512.10 with liabilities of $5,628.70. 
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INSTALLATION 
HEATING SYSTEMS PUSHED IN NEWS- 
PAPER ADVERTISEMENTS. 


The exponents of the pipeless or one-register warm 
air heating systems for homes, halls, churches, stores, 
school-rooms, etc., are also cognizant of the truism that 
advertising 1s one of the most effectual means of pro- 
moting sales. It is quite likely that a majority of 
people in the average community are unaware that 
such a system exists and that they will remain igno- 
rant of the fact for some time unless acquainted with 
it through a medium such as the daily newspaper. 


HEAT YOUR HOME 


; WITH A 
Pipeless One-Register) 
FURNACE 


Uses One-third Less Fuel—No Basement Pipes—Quickly Installed 
We also carry a complete line of Front-Rank Furnaces for pipe 
systems, Front-Rank Combination—Air and Hot Water, Front- 
Rank Weod Furnaces, purn four-foot cord wood. 


PHONE 2155 FOR ANY KIND OF A HEATING SYSTEM. 


| Wm. Welhener Heating and Sheet Metal Co. 


315 EAST COMMERCIAL STREET, 


Newspaper Advertisement of Pipeless Warm Air Heaters. 


No one can be expected to have much of a desire 
for something entirely foreign to him, and hence for 
the various articles on the market, especially those of 
recent presentation, advertising in some form or other 
is required in order to disseminate the knowledge of 
their merits and advantages. The three inch, double 
column advertisement reproduced herewith from the 
Springfield, Massachusetts, Daily Leader is a good 
specimen of this publicity work, run by the William 
Welhener Heating and Sheet Metal Company, 315 East 
Commercial Street, Springfield. The heading of this ad- 
vertisement is strong and to the point; the enumera- 
tion of the advantages.is commendable but no doubt 
would have exerted a more telling effect had these 
benefits been emphasized in the text following. The 
ccmplete line of Front Rank Warm Air Heaters 
should preferably be featured in a separate adver- 
tisement as much convincing copy could be prepared 
regarding the various types and their merits. 


— +o — 


NEW PLANT OF EXCELSIOR STEEL FURNACE 
COMPANY NEARING COMPLETION. 


The new plant in which the Excelsior Steel Fur- 


nace Company, Chicago, will manufacture its warm, 


air heaters and fittings is nearing completion, and 
machinery of the most modern kind will be installed 
in time to start operation in the early spring of 1917. 

At a recent meeting of the directors of the Com- 
pany, A. G. Scherer, Superintendent, was elected 
Treasurer. 


Articles of incorporation have been filed for the 
B. & W. Company, Sioux Falls, South Dakota, to 
handle heating apparatus. Capital $30,000. Incor- 
porators, L. P. Bartell, F. E. Winsor, T. C. Johnson. 


OF PIPELESS WARM AIR HEAT REGULATOR MORE THAN PAYS FOR 


ITSELF IN SAVING OF FUEL. 


The cost of coal may rightfully be termed one of 
the best aviators of the day. Like the price of prac- 
tically every other commodity, it is 
ascending by leaps and bounds—hence 
it devolves upon the houseowner to 
economize in his fuel consumption as 
much as possible. For those whose 
homes are heated by warm air heaters, 
a regulating device, such as the Minne- 
apolis Heat Regulator, illustrated here- 
with, is recommenced to materially de- 
crease the expenditure for fuel and at 
the same time provide a uniform tem- 
perature throughout the house at all Æ 
times. To substantiate this claim, the (7% 
manufacturers show numerous testi- 
monials from users of this regulator, g 
stating that it has more than paid for Thermostat on 
itself in the saving of fuel, besides Heat Regulator. 
giving excellent service in temperature regulation with 
a consequent increased comfort and convenience. A 
booklet showing .the various models of the Minne- 
apolis Heat Regulators, explaining their details and 
giving prices, together with folders for the installer 
to distribute to his prospects, can be obtained from 
the Minneapolis Heat Regulator Company, 2761 South 
Fourth Avenue, Minneapolis, Minnesota. 


PATENTS GARBAGE INCINERATOR FOR 
WARM AIR HEATERS. 


George F. Wentz, Lakewood, Ohio, has obtained 
United States patent rights, under number 1,207,107, 
for a garbage incinerator for warm air heaters, de- 
scribed in the following: 


A heater provided with a 
ae _ fire pot, fire chamber, and 


Ce 


, ash pit, and with entrance 
O passages to the fre chamber 
and ash pit, an incinerating 
chamber, for garbagé or 
other material, within the 
fire chamber, means for di- 
recting material through 
the entrance of the fire 
“<j chamber to the upper end 
of the incinerating cham- 
ber, burners for fluid fuel 
located within the inciner- 
ating chamber and exterior 
thereto with pipes leading 
to the burners through the 
m entrance to the ash pit, a 
grate within the incinerating 
chamber, and another grate 
exterior thereto and consti- 
tuting the bottom of the 
fire pot. 


INCORPORATE COMPANY TO MANUFACTURE 
AND SELL BUMPUS SANITARY 
FIRE PLACE. 


1,207,107 


~ 


With a capitalization of $40,000, the Bumpus Sani- 
tary Fire Place Company has been organized with 
home offices in Kalispell, Montana, to manufacture 
and promote the new warm air circulating fireplace 
invented by E. E. Bumpus of that city. 
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Articles of incorporation show the board of di- 
rectors to be A. L. Jaqueth, E. E. Bumpus, J. L. Kolb, 
P. R. Neilson and Fred H. Prentis, all of Kalispell. 
Officers of the Company will be elected in the near 
future. 

The Bumpus Sanitary Fire place is said to have the 
most important features of an open fire place and of 
a warm air heater and a number of this new heating 
apparatus have been installed already. 


REGULATOR#FOR WARM AIR HEATERS3IS 
SIMPLE AND EFFECTIVE PIECE 
OF MECHANISM. 


Any device that relieves the householder of some 
of the cares of his heating plant is bound to be in 
demand if its merits are properly im- 
pressed upon the public, and such an 
apparatus, it is stated, has been pro- 
duced in the Haynes Regulator for 
warm air, hot water and steam heat- 
ing plants. This regulator, the 
manufacturer asserts, is not an ex- 
periment, but the result of several 
Haynes Regulator. years’ study in this line and has 
It is 
designed to turn on the drafts of a warm air heater, 
for example, at any given time before the occupants 
of the house arise in the morning, thus starting the 
fire and insuring warm rooms in which to perform 
their duties. When properly installed, the regulator 
may be. used to switch off the electric lights at any 
prescribed hour and the clock will of course also serve 
as a time-piece. Satisfactory results are said to be 
obtained no matter whether the regulator, illustrated 
herewith, is placed in the basement or on the first 
floor, as the entire device is described as a simple, 
durable and effective mechanism. Further particulars 
regarding construction, installation and price list can 
be obtained from Will J. Haynes, 4057 Forest Park 
Boulevard, St. Louis, Missouri. 


proven its desirability in numerous instances. 


HEALTH IS CHIEF CONSIDERATION IN 
HEATING OF ANY BUILDING. 


Heating engineers are generally agreed that in the 
heating of any building, health is the chief factor 
7 that must be taken 

into consideration. 
Many deaths each 
year are caused by 
bad air diseases, 
and as regards 
heating, the prime 
requisite is nöt 
merely- to keep 
the temperature in 
rooms at a certain 
degree but to allow 
also of a thorough 
ventilation at all 
times. The air in 
every room should 


ni Soie dii 


Kelsey Warm Air Generator. 
be changed several times an hour to insure the health 


and comfort of the occupants, and in the Kelsey 
Warm Air Generator, shown herewith, this is said to 
be effectively accomplished by its specially designed 
construction. In this Generator, the heating cylinder 
contains a number of zig-zag tubes, heated directly by 


the fire, through which an abundance of fresh air is 


said to pass and to be warmed thoroughly before go- 
ing up in separate currents to the rooms above. Fur- 
ther details of the construction and operation can be 
secured from the Kelsey Heating Company, 301 James 
Street, Syracuse, New York. 


ROOM HEATER EMBODYING EFFICIENT 
HEATING AND VENTILATING SYSTEM. 


In the home, stove heating is fairly satisfactory be- 
cause the occupant can sit at any desired distance 
from the stove, 
but in the school- 
room such a sys- 
tem is at fault, 
because some pu- 
pis must of 
necessity sit near 
the stove while 
others are in far 
corners of the 
room. It, is obvi- 
ous that either 
too much or too 
little heat is a 
menace to the 
children’s health 
and that all parts 
of the room should be heated evenly with pure, fresh 
air. This task, it is said, is very effectively accom- 
plished by the Laurel Room Heater as when com- 
pletely installed, it provides a thorough, yet simple, 
heating and ventilating system. According to the 
manufacturers, this system draws pure, fresh air 
from outdoors, heats it to the correct temperature, 
moistens it to the proper humidity and distributes it 
evenly; the foul air exhaled, being heavier than fresh 
air, lies nearest the floor and is removed by the 
Laurel Ventilating Flue. This makes a continuous 
action by which the air in the room is said to be 
changed from 5 to 8 times every hour. The illustra- 
tion of the heater. herewith shows the sliding doors 
which constitute a foot warmer. Circular giving com- 
plete. description can be secured from the Art Stove 
Company, Department F, Detroit, Michigan. 


Laurel Room Heater. 


MOULDERS ASK 25 PERCENT ADVANCE AND 
EIGHT HOUR DAY. 


From Philadelphia comes the report that the 
moulders’ union has demanded a 25 percent advance 
in wages and an eight hour day, on which basis it is 
figured that they would make $6.75 a day. The con- 
ference between representatives of the union and the 
employers is in a deadlock. 


No matter how wise you are in your own business, 
you are not wise enough to know more than customers 
about what they want. 
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PRACTICAL HELPS FOR THE 


TINSMITH 


PATTERNS FOR OBLONG TO ROUND ELBOW. 


BY O. W. KOTHE. 

This elbow finds more usage than one that is square 
on one end and round on the other, because it is used 
for smoke pipe work, kitchen ranges, boiler breech- 
ing, etc. The first step is to draw the elevation to suit 
your measurement; then draw your half section “A” 


Eleval ion 


True Half 
Section 


each line as 1’-2’; 2’-3; 3’-4’, etc., to 13’-14”, and step 
them off as shown on both sides of point X in dia- 
gram. At the end of each line erect a line equal to 
the length in section “A” or “B” thus giving you the 
slant lines to develop the pattern with. 

For the pattern draw any line twice the length of 
1-1’ in section “B” as 1-1 in pattern. Next pick line 
1-2 from diagram, and using points I-1 as centers, 


for transition 


Pattern 


TA 


Pattern for Elbow 


Development of Patterns for Oblong to Round Elbow. 


and half section “B” and divide into equal spaces; 
also draw lines to your miter lines as shown. The pat- 
tern for the end piece is laid out as an ordinary elbow 
_ pattern, and the same holds good with the middle 
piece. Lines can be picked from section line 2-14 to 
either miter line thus giving your the pattern for the 
end piece and by reversing make the pattern for the 
middle piece. 

But for the lower piece that must transform from 
oblong to round with a miter cut, this must be laid 
out by triangulation. If the pattern for angle had not 
been developed, then a true section through miter cut 
would have to be developed. But as we have the pat- 
tern for elbow angle, we can use those spaces as 
2’-4’-6’-8’, etc., for stretchout in pattern, for middle 
piece. But for the end piece true lengths must be 


first found for the triangular lines, and for this pick 


strike and cross arcs in point 2. Pick space 2’-4’ from 
° ? i . e i 
pattern of elbow and using 2 as center, strike arc as 


at 4; then pick line 2-3 from diagram and using point 


2 in pattern as center, cross arcs in point 3. Then 
pick line 3-4 in diagram and using the new point 3 as 
center, cross arcs in point 4. Continue in this way 
until points 13-14 are established, and draw lines 
through all points where arcs cross, allow edges for 
seaming, and the pattern is finished. It will be ob- 
served the elevation is laid out the same as an ordi- 
nary elbow and the last piece is converted into a 
transition piece from the center line. 
| ee R 
When you think you can rest on your reputation 
think of the case of the mighty Casey who fanned in 
the last half of the ninth with two men on bases and 
the other team two scores to the good. 
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WANTS INFORMATION AS TO MANNER OF 
COVERING STONE CORNICE WITH 
COPPER. 


To AMERICAN ARTISAN: 

Am enclosing sketch of a stone cornice about 150 
feet long extending about the front and one side of a 
corner building which is to be covered with 14 ounce 
cold rolled copper. I would like to hear from fellow 
workmen through AMERICAN ARTISAN how to lay this 


Cornice. 


Sketch of Cornice to Be Covered with Copper. 


copper; what kind of seams shoula be made; how to 
fasten same, and what allowance should be made for 
expansion and contraction. 
Thanking you for all favors extended to me, I am 
Yours respectfully, 
Jacop G. MoerscuH. 
1114 Hale Street, Escanaba, Michigan, December 


Q, IQI6. 


NEW OFFICERS OF AMALGAMATED SHEET 
METAL TRADES ALLIANCE OF OHIO. 


The Amalgamated Sheet Metal Trades Alliance 
in Ohio in convention at Youngstown, Ohio, elected 
officers as follows: 

President, L. W. Fuller. 

First Vice-president, Forrest Bennett, Akron. 

Second Vice-president, J. H. Reynard, Zanesville. 

Secretary and Treasurer, A. W. Kelly, Cleveland. 

Trustees, John Burke, Cleveland; William O’Brien, 
Cleveland, and Theodore Slater, Youngstown. Spring- 
field was chosen as the 1917 meeting place. 


CANTON METAL HOUSE COMPANY IS 
ORGANIZED TO BUILD PORTABLE 
METAL BUILDINGS. 


C. A. Weirich, H. S. Renkert, Otto Zimmerman 
and Roy Catchel, all of Canton, Ohio, and George W. 
Williams, of Massillon, Ohio, have incorporated a 
$300,000 enterprise to be known as the Canton Metal 
House Company for the manufacture of one-story 
metal portable houses, garages, school houses and 
other buildings of sheet metal. 

Options have been taken on three acres of land 
adjoining the properties of the Canton Sheet Steel 
Company and of the Canton Metal Ceiling Company 
and as soon as plans are completed work on the shop 
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buildings will be started. It is expected that the new 
plant will give employment to about 200 men at the — 
start. | 

“The new plant,” said C. A. Weirich, one of the 
heaviest stockholders in the Company, “is an entirely 
separate industry from any now in Canton and will 
be one of the largest in the world.” 


MARTIN BROTHERS BUY BUSINESS AND 
PATENTS OF W. H. MULLINS COMPANY. 


A deal has been completed by which C. E. Martin 
and his brother of Mansfield, Ohio, acquire the busi- 
ness of the W. H. Mullins Company at Salem, Ohio. 
All the patents of the Company are also included in 
the purchase. Martin Brothers are old and suvstan- 
tial residents of Mansfield, engaged in the mauufac- 
ture of sheet metal products. 


ROTABLE VENTILATOR UTILIZES DOWN 
CURRENT OF WINDS TO INCREASE 
DRAFT. 

The New Rotable Standard Ventilator, illustrated 
herewith, is the invention of a man who, it is re- 
lated, experienced ZS 
considerable diffi- 
culty from down 
drafts in his 
own house. He 
equipped the chim- 
ney with this de- 
vice and the ex- 
cellent service it 
gave soon led to its 
manufacture for 
general distribu- 
tion. The ven- 
tilator is designed 
to utilize the down 
current of winds and to induce horizontal currents 
of air from the chimney or building, so as to greatly 
increase the draft or ventilation. Its parts and bear- 
ings, the manufacturers state, are so constructed that 
they cannot be affected by storms while permitting the 
entrance of light. The capacity of the opening, which 
is away from the weather like a weather vane, is 
said to correspond with the size of the flue and to 
always act effectively regardless of the temperature 
within the building. When the ventilator is attached 
to a troublesome chimney or stack, any weather force 
bearing upon it is claimed to increase the direct draft, 
and the same is true when it is used for the ventilation 
of buildings. Further information can be secured 
from the Standard Ventilator Company, Lewisburg, 
Pennsylvania. 


~ 
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WRITE FOR NEW BOOKLET ON BLACK 
SHEETS AND SPECIAL SHEETS. 


The diversity of uses to which sheet steel has been 
found adaptive in recent years by metal fabricators, 
has necessitated on the part of sheet manufacturers 
the development of numerous grades of varying de- 
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grees of finish, tenacity and other distinctive quali- 
ties. Trade designations alone, it is said, have proven 
inadequate to describe the various products and to 
serve that purpose the American Sheet and Tin Plate 
Company have just issued a brief but comprehensive 
booklet on the subject of Black Sheets and Special 
Sheets. For the convenience of the trade, such fin- 
ishes as are of especial qualifications have been 
„grouped under the industry respongible for their 
origin, although it is understood that they have a 
general application and are not necessarily limited to 
particular fields. The various divisions listed are: 
standard Black Sheets; Automobile Sheets; Stove 
and Range Sheets; Electrical Sheets; Locker, Furni- 
ture and Office Equipment Sheets, and Other Special- 
ties, in addition to which the booklet contains helpful 
tables of weights and other interesting information. 
According to the Company, their black sheet produc- 
tion represents the highest development of the art, 
unlimited facilities insuring promptness in delivery 
and uniformity of product. Careful consideration has 
been given to the manufacture of a complete line of 
materials for every known requirement, and the Com- 
pany is always glad to extend to the trade the benefit 
of its experience in the determination of their special 
wants. Copies of the booklet can be obtained by 
addressing the. American Sheet and Tin Plate Com- 
pany, Frick Building, Pittsburgh. 


‘PATENTS SHEET METAL DOOR. 


Under Sumber 1,207,080, United States patent 
rights have been granted to John F. Ruth, of St. 
Louis, Missouri, for a sheet metal door described.in 
the following: 


In combination with a single sheet metal 
element having two laterally spaced ends 
there being a channel formed in each of 
said ends and a flange at each end at right 
angles to said channels, a second sheet 
metal element having spaced ends and 
there being a flange at each of said ends 
paralleling the flanges of the first men- 
tioned element and a single element 
grooved along its side margins to embrace 


1,207,080 


elements, said last mentioned single ele- 
ment having a flange at each of its side 
margins at right angles to its grooves for 
insertion in the grooves of the said first 
mentioned element whereby to lock the 
first and second elements against relative 
movements either toward or away from 
each other as well as to lock the said ele- 


ments against relative movements at their ends to hold them 


in fixed spaced relationship. 


ALLEN SODERING LIQUID CONVENIENT 
FORM OF FLUX. 


The tendency of a liquid to enter every small crevice 
and to cover the entire surface of pieces of metal 
Sis said to make a fluid soldering flux 
Fi one of the most effective to use. Such 
: advantages as these are attributed to 
the Allen Sodering Liquid, a con- 
tainer of which is pictured herewith, 
| and which is declared to be used by 
~ manufacturers in practically every 

aa Tr branch of the metal industry. It is 
applied by means of the Allen fountain brush which 


both flanges of both of said sheet metal, 


is described as the solderer’s “fountain pen.’ The 
brush has a cylindrical handle, flat-bottomed to stand 
up, and with a hook on the side to hang on a wire or 
the lineman’s belt. Positive and sure unions between 
two pieces or any combinations of tin, lead, zinc, cop- 
per, brass, cast iron, steel, nickel, galvanized iron, 
phosphor bronze, German silver, etc., can, it is 
claimed, be made with this flux which furthermore is 
said to contain no acid nor fumes and to be non-cor- 
rosive and non-poisonous, Further information, to- 
gether with price list, can be obtained from L. B. 
Allen Company, 4555 North Lincoln Street, Chicago. 


PATENT FOR SHEET METAL FORMING 
MACHINE. 


Clinton De Witt Wagner, Cedar Rapids, Iowa, has 
obtained United States patent rights, under number 
1,207,349, for a sheet metal forming machine described 
in the following: 


In a sheet metal turning machine, the combination of a 
male roll having an inclined edge, a mandrel therefor, a 


1,207 


.38 49 så 


cooperating female roll having a peripheral rectangular groove 
to receive said inclined edge, and a mandrel therefor, one of 
said mandrels having unobstructed end-play in the direction 
to bring the inclined face of the male roll toward the adja- 
cent flange of the female roll. 


SHEET METAL ORNAMENTS ADD GREATLY 
TO APPEARANCE OF BUILDING. 


A 


In modern building construction the owner as a 
rule desires to have his structure present an attractive 
| appearance besides being substantially 
built. To this end architectural sheet 
metal ornaments are recommended 
because of their ease of application, 
durability, and extensive range of 
styles. The advantages that these ar- 
ticles possess may be likened to those 
of steel ceilings which by their beauty, 
safety and serviceability are rapidly 
coming into general use. With these 
manifest merits being impressed upon 
the public, the sheet metal contractor 
finds it easier to push the -installation 
of sheet metal products, provided of 
course, that they are carefully con- 
structed of high grade material. The 
Friedley-Voshardt line of sheet metal 
ornaments, one of which is pictured 
herewith, is said to be thus manufac- 
tured, and the variety of ornaments includes moldings, 
scrolls, rosettes, spun balls, capitals, garlands, eagles 
and heads, letters and numbers, weather vanes, gable 
decorations, cornices, panels, etc., while special de- 


F-V Sheet Metal 
Ornament, 
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signs can be made from architect’s details. Full par- 
ticulars of the ornaments and other sheet metal prod- 
ucts, can be obtained from the Friedley-Voshardt 
Company, 733-737 South Halsted Street, Chicago, 
Illinois. 


TINSMITHS’ TORCH FOR WINDY AND COLD 
WEATHER. 


The accompanying illustration shows one of the 
eee Torches which are said to work perfectly in 
cold and windy weather. It is claimed 
to be the best all around quart size 
torch on the market and to satisfy its 
users under all conditions. The. de- 


made of heavy, seamless drawn brass, 
reinforced, with concave brass bot- 
tom and equipped with automatic 
pump in the handle. The burner is 
said to. be made of special bronze generator metal 
with a back-flow that superheats the gasolene and pro- 
duces a powerful flame of intense heat. The torch 
has an improved filler plug which is claimed to pre- 


Ashton Re Red- Hot 


vent leakage, and is equipped with a hook and support- 


to hold a soldering copper. The manufacturers guar- 
antee their entire line of fire pots and torches to give 
satisfaction and assure good quality at right prices 
and prompt shipments. Further details and catalog 
can be obtained by addressing the Ashton Manufac- 
turing Company, 17 Nevada Street, Newark, New 


Jersey. 


OPEN HEARTH SHEET STEEL WELL ADAPTED 
FOR EVERY USE. 


a et 


In enumerating the merits and advantages of their 
products, the manufacturers of Inland Open Hearth 
Sheet Steel state that this material is most excellently 
adapted for every purpose where sheet steel is used, 
and indispensable where a cheaper grade would fail. 
It is soft, easily worked, tough and reliable, and, they 
state, should be specified for “long-life” roofing. Many 
times the customer finds that these sheets can be used 
for other purposes than he had in mind when order- 
ing because they are of a quality that can be depended 
upon, and this is advanced as another reason for speci- 
fying Inland Open Hearth Sheet Steel. Full particu- 
lars of these sheets and of Inland Open Hearth Steel 


billets, shapes, plates, bars, rivets, track spikes, track 


bolts, tie plates and other products, can be obtained 
from the Inland Steel Company, First National Bank 
ue Chicago. 


NOTES AND QUERIES. 


School Room Heater. 


From J. F. Rauch, care of Union Savings Bank, St. 
Charles, Missouri. 


Kindly advise who maks school room heaters. 

Ans.—Art Stove Company, Department F, Detroit, 
Michigan; Co-Operative Foundry Company, 505 
South Clinton Street, Chicago; Danville Stove and 
Manufacturing - Company, Danville, Pennsylvania; 


Globe Stove and Range Company, Kokomo, Indiana; 


vice is described as having a tank — 


Graff Furnace Company, 107 East 29th Street, New 
York City; Haynes-Langenberg Manufacturing Com- 
pany, 4045 Forest Park Boulevard, St. Louis; Kelsey 
Heating Company, 301 James Street, Syracuse, New 
York; Majestic Company, Huntington, Indiana; 
Meyer Furnace Company, Peoria, Illinois; Monroe 
Foundry and Furnace Company, Monroe, Michigan; 
Oakland Foundry Company, Belleville, Illinois; 
Standard Schgol Heater Company, 438 West Ontario. 
Street, Chicago; XXth Century Heating and Ventilat- 
ing Company, Akron, Ohio; and Standard peace 
and Supply Company, Omaha, Nebraska. 
Repairs for Sun Steam Boiler. 


From Chicago Furnace Supply Company, 549 West Mon- 
roe Street, Chicago. 


Please advise who has repairs for the “Sun” steam . 
boiler. 


Ans.—Northwestern Stove ieee Company, 654. 
West Twelfth Street, Chicago. So 3 
Address of Queen City. Steve and Range Company. 


From Stove Dealers Supply . Company, Milwaukee, Wis- 
consin. 


Can you give us the address of the Queen City — 
Stove and Range Company,. manufacturers of the 


. “Royal Laclede” steel range? 


Ans.—Belleville, Illinois, care of the Orbon Stove 
Stove Company. 


Stained Glass and Fringe.’ 


From John Morrell, Topeka, Indiana. 


Will you. kindly let me know where I can get 
stained glass and fringe for table lamps? | 
Ans.—Schuler Art Glass Company, 617 West Jack- 
son Boulevard, and R. Williamson and Company, 601 


Washington Boulevard, both of Chicago. 


Oil Heaters. 


From the People’s Garage Company, Davenport, Iowa. 


Please advise who manufactures oil heaters. 


Ans.—George M. Clark and Company, 179 North 
Michigan Avenue, Chicago; Dangler Stove Company, 
Cleveland, Ohio; New Process Stove Company, 
Cleveland, Ohio; Reliable Stove Company, Cleveland, 
Ohio; Ringen Stove Company, 825 Chouteau Avenue, 
St. Louis, Missouri, all divisions of American Stove 
Company; Art Stove Company, Department F, De- 


troit, Michigan; Detroit Vapor Stove Company, De- 


troit, Michigan, and Taylor and Boggis Foundry Com- 
pany, Cleveland, Ohio. 
Turn Table for Garage. 
From A. Bloomfield, 2816 Lincoln Avenue, Chicago. 
Kindly tell us who makes turn tables for garages. 


Ans.—George P. Nichols and Brother, 37 West 


Van Buren Street, Chicago. 


ITEMS. 


According to the Toledo, Ohio, Blade. of December 
Sth, G. I. Ricketts a sheet metal contractor at Rock- 
ford, Ohio, has filed a petition in bankruptcy. His iia- 
bilities are $3,352.97 and his assets, $2,428.10. 

The Standard Sheet Metal and Supply Company, 
Fremont, Ohio, has been incorporated with a capital 
stock of $5,000 by Charles E. Schepflin, Leroy Cole- 


man, William F. Schepflin, Elton W. Barringer- and 


Harry H. Coleman. 


December 16, 1916. AMERICAN ARTISAN AND HARDWARE RECORD 4] 


PATENTS. 


jl 


1,206,923 (1,207,028. 


_ Rem u 


a ae 
` Hi 


1,206,009. Caster. William J. McIntyre, Hartford, Conn. 


1,206,014. _Screw-Driver. Louis G. Massicotte, Provi- 
dence, R. I. Filed Dec. 7, 1915. 


1,206,021. Wire Clamp and Hanger. Otto Mueller, Chi- 
‘cago, Ill, assignor of one-half to William David Hamer, 
Indianapolis, Ind. Filed July 16, 1915. 

1,206,060. Sight for Firearms. Robert L. Warner, Con- 
cord, Mass. Filed Sept. 13, 1913. 


1,206,068. Nail. Henry L. C. Wenk, Jr., New York, N. Y. 


1,206,097. Screw-Holding Screw-Driver. John C. Doubt, 
Seattle, Wash. Filed Feb. 3, 1946. 

1,206,108. Kitchen Appliance. 
Thomas Hansen, Bethany, Cal. Filed’ Feb. 21, 1916. 

1,206,130. Corner-Bead. Russell K. Nash, Somerville, 
Mass., assignor to Lamb & Nash Company, Boston, Mass. 

1,206,174. Washing-Machine. Francis H. Trau, St. Louis, 
Mo. Filed June 3, 1916. 

1,206,178. Fishing-Reel. Perry J. Udell, Decatur, Mich. 

1,206,234. Metal Stock and Receiver for Firearms, Al- 
bert K. Lovell, New Haven, Conn. Filed Aug. 20, 1915. - 

1,206,235. Shovel. Clevia J. Luther, Wasson, Ill, as- 
signor of one-third to Louis N. Parish and one-third to 
Robert Hargis, Harrisburg, Ill. Filed Dec. 10, 1915. 

1,206,299. Washing-Machine. Matt Burns, Twin Valley, 
Minn. Filed Sept. 5, 1916. 

1,206,301, Electric Flat-Iron. Edward A. Carson, Comp- 
ton, and Joseph Atherton, Redondo, Cal. Filed Apr. 26, 1916. 

1,206,315. Razor-Blade Sharpener. Leo Ehrlich, St. 
Louis, Mo., assignor to Twinplex Sales Company, composed 
of Herbert S. Gardner, St. Louis, Mo. Filed Dec. 14, 1914. 

1,206,320. Safety-Cock for Gas-Ranges. Sidney Gittler, 
Brooklyn, N. Y. Filed Mar. 9, 1916. 

1,206,338. Clothes-Boiler Drainer. Andrew John Lambel, 
Clements, Kans. Filed Mar. 16, 1916. 

1,206,342. Sash-Lock. Christina O. Linborg, Olean, N. 
Y. Filed June 22, 1915. 

1,206,343. Crumb-Collector. Walter H. 
Pittsburgh, Pa. Filed Jan. 26, 1915. 

1,206,392. Electric Water-Heater. Jesse F. Wheelock, 
Dobbins, Cal. Filed July 14, 1914. 

1,206,425. Staple for Window-Sashes or the Like. Alfred 
H. Feasey, San Francisco, Cal. Filed July 10, 1916. 

1,206,465. Lawn-Mower Attachment. Charles E. Phil- 
lips, Indianapolis, Ind. Filed Aug. 18, 1916. 
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1,206,471. Strainer. Anna M. Roswell, Elmsford, N. Y. 
1,206,499. Blade-Holder. Frank Barutio, St. Louis, Mo. 


1,206,554. Sharpener. Frank Wallace Leidecker, Musko- 
gee, Okla., assignor to Leidecker Lawn Mower Sharpening 
Company, Muskogee, Okla. Filed Mar. 30, 1916. 

1,206,075. Hammer. John H. Moore, Marsden, Okla., 
assignor of one-half to Edward G. Siggers, Washington, D. C. 


1,206,595. Mop. Orville Douglass Rogers, Shoals, Ind. 


1,206,613. Fishing-Line Holder. John F. Teeling, Way- 
ville, N. Y. Filed Mar. 22, 1916. 


1,206,638. Hacksaw and Frame Therefor. 
Wren, Mahanoy City, Pa. Filed Oct. 28, 1914. 

1,206,655. Mop, Broom and Carpet-Sweeper Holder. John 
W. Belcher, Allston, Mass. Filed Oct. 5, 1915. 


1,206,724. Lock. Stanislaw Nowosielsky, New York, N. 
Y. Filed Dec. 31, 1914. 


1,206.817. Hinge Construction. John Cuthbert, Chicago. 


1,206,838. Wire-Stretcher. Delpha H. Groves and Les- 
ter P. Groves, Terra Alta, W. Va. Filed Dec. 8, 1915. 


1,206,864. Ice-Skate. August Lange, Milwaukee, Wis. 


1,206,869. Gravity-Hinge. George W. Lilly, Center, Mo., 
assignor of one-fifth to H. B. Norton, one-fifth to H. L. 
Smith, one-fifth to J. S. Cupp, and one-fifth to A. W. Sapp, 
Center, Mo. Filed Sept: 21, 1916, 


1,206,923. Razor-Strop. Philip P. Schenk, Utica, S. D. 

1,207,006. Garbage-Can. Charles Faerber and John 
Hampton Smith, Alexandria, La. Filed Oct. 21, 1915. 

1,207,028. Mop. Willie H. Gruenhagen, St. Paul, Minn. 

1,207,087. Animal-Trap. John W. Sharp, Swifton, Ark. 

1,207,108. Nail-Cutting Implement. Frank L. White, 
Jackson, Miss. Filed Apr. 15, 1914. 

1,207,116. Gate-Latch. Frederick W. Winner, Carmi, 
Ill. Filed June 10, 1916. 

1,207,123. Door Lock and Latch. Thomas P. Arsneau, 
Portland, Orė., assignor of one-third to Clive S. Acker, Leola, 
S. D. Filed Dec. 17, 1915. o 

1,207,202. Level. David C. Owens, Clio, Ala. 

1,207,252. Fishing-Tool. Robert B. Whiteside, Duluth, 


Minn. Filed Aug. 5, 1916. 
Oliver J. Bailey, Flor- 


1,207,264. Silencer for Firearms. 
Charles M. Braithwaite Chicago, Ml. 


Thomas B. 


enge, Mass. Filed July 20, 1916. 
1,207,270. Hinge. 
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WEEKLY REPORT 


OF TRADE AND THE MARKE TS 


MOST METAL PRICES ADVANCE BUT BUYING 
IS NOT SO HEAVY. 


The past week has seen an advance in prices on 
many iron and steel products and other metals, but 
with the approach of the holiday season and the end 
of the year, buying has naturally been on a somewhat 
smaller scale than for some time past. 

The unfilled tonnage of the United States Steel 
Corporation has again broken all records, the latest 
statement showing 11,058,542 tons at the close of 
business on November 30th, an increase of 1,043,282 
tons over the October total. This tremendous quan- 
tity represents an amount which under ordinary cir- 
cumstances would keep the corporation’s mills running 
at capacity for almost an entire year, the total output 
of these mills amounting to 11,762,639 tons in IQI5. 

In the past two months prices on steel’ have been 
advanced more than $10.00 a ton which is a greater 
raise than has occurred in any preceding two months 
except in the early spring of 1915. 

It is reported that railroads are feverishly covering 
their real requirements for 1918, most of their orders 
going to Chicago mills and taking up capacity for the 
first half of that year. 


The peace proposal appears to have had no influ- 
ence whatever upon prices of material, although there 
has been some fluctuation in stocks of corporations 
manufacturing war supplies. 

The freight situation in the Pittsburgh district is 
reported serious. Some of the blast furnace inter- 
ests as well as the steel companies are suffering for 
lack of coke, and more furnaces are being banked and 
possibly some may find it necessary to blow out if 
there is not a radical change in the fuel situation. 
Unusual difficulty is being encountered in assembling 
raw material and doubtless shipments of finished 
products will also be curtailed. The prospect seems 
to be that the production of both iron and steel dur- 
ing the current month will be 5 percent less than in 
November. 


STEEL. 

It is interesting to note at this time that while two 
years ago bars, plates and shapes were quoted on a 
basis of 1.19 to 1.24 cents Chicago, today the prices 
range from 3.09 to 3.69 cents, the latter being the 
nominal price for delivery of steel plates at mill 
convenience. At that time there was no particular 
hurry on the part of consumers in placing orders, but 
today with steel prices practically three times as high, 
buyers are “standing in line” waiting for an oppor- 
tunity to have their orders accepted. There is a large 
number of inquiries from structural steel fabricators, 
but contracts are not being taken in in large quan- 


/ 


tities because the mills are not in position to give as 
early delivery as is demanded. 


| COPPER. 

There is no change in the copper market, the quot- 
ing of the metal being largely by second hands for 
nearby deliveries and prices remaining nominal at the 
same level as a week ago: Electrolytic for Prompt 
and January, 34%4 to 35 cents; February and March, 
34 to 3434 cents; Lake for Prompt and January, 3314 
to 34% cents; and Ordinary Casting grades 33 cents 
for Prompt and January. The base price on sheet 
copper remains at 42 cents. While, of course, there 
has been considerable interest manifested by consum- 
ers of copper in the peace proposals from Germany, 
the general belief is that nothing will come of them, 
but consumers are holding back as a matter of caution 
against any adverse developments and are likely to 
so continue until a clearer view of the future can be 
obtained. Exports of copper as reported by the New 
York Customhouse up to December 13th, total 8,925 
tons, with 308,996 tons since January I, 1916. 


| TIN. 

The tin market continues to show considerable 
weakness with prices dropping a little every day. Tin 
for spot delivery was offered at 427% cents New York 
with first quarter at 42% cents and second quarter 
at 4134 cents. The Chicago warehouses announce a 
reduction of 144 cents per pound, the new quotations 
being: Pig tin, 48 cents and bar tin, 49 cents. 


LEAD. 

While the leading-interest in the lead market still 
retains its nominal price of 714 cents for spot delivery, 
the independents are asking 734 to 77% cents, East St. 
Louis, and 77g to 8 cents New York. The market 
showed some uneasiness over the peace proposal but 
toward the end of the week conditions were again 
fairly firm. Chicago warehouses have advanced 
their quotations 25 cents per hundred pounds on 
American pig and bar lead, the prices being re- 
spectively $8.60 and $9.10. Sheet lead has been ad- 
vanced 75 cents per hundred pounds, full coils being 
quoted at $9.75 and cut coils at $10.00, per 100 pounds. 


SOLDER. 

Solder prices are % cent a pound lower, the Chi- 
cago warehouse quotations being: XXX Guaranteed, 
A & WY, 281% cents; Commercial, 1⁄2 & %, 26% cents; 
Number 1 Plumbers’, 24% cents. 


WIRE PRODUCTS. | 
There is an active demand for wire products from 
domestic manufacturers who (anticipate a further 
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advance in the prices of wire products. According to 
reports, the advance will be made before the close of 
the year, but the largest interests may not make an 
official change before January. Under any circum- 
stances the trade is prepared to see the highest prices 
ever established in the history of the industry in the 
next 60 days. 


SHEETS. 


Steel sheets have been advanced $5.00 a ton on nom- 


inal quotations, but as a matter of fact, it would be 
difficult to secure for instance 28 gauge black sheets 
at less than 4.69 cents and 10 gauge blue annealed 
sheets at 4.19 cents or 28 gauge galvanized sheets at 
6.69 cents, all Chicago. In fact as high as 5.44 cents, 
4.69 cents and 7.19 cents respectively, has been offered 
by consumers who were in need of quick delivery. 
Chicago warehouses have advanced their quotations 
all along the line: 28 gauge one pass cold rolled 
black sheets are quoted at $4.75, a 15 cent advance; 
10 gauge blue annealed sheets at $4.25, a 25 cent 
advance; 28 gauge galvanized sheets at $7.75, a 50 
cent advance. Patent planished sheet igon has been 
advanced $1.00 to $11.15—-all per hundred pounds. 


: TIN PLATE. 

Tin plate mills are far behind on their deliveries, 
the delays running for several months. Chicago ware- 
houses have advanced their prices on bright and coke 
plates, IC 14x20 of the former being now quoted at 


$9.50 per box while $16.50 is the price for IC, 20x28, . 


216 pound cokes. 


SPELTER. 

The spelter market has been rather fidgety during 
the week. Prime Virgin grades may be quoted at 
1134 cents for December, 11 cents for first quarter 
and 1044 cents for second quarter, all East St. Louis 
' prices. 2 
be given as the nominal figure. No changes have been 
announced by the Chicago warehouses, spelter in slabs 
remaining at 14 cents per pound and sheet zinc in 
-cask lots $22.00 with $22.50 to $23.00 in less than 
cask lots. | 


$ 


| OLD METALS. 

There is still a very strong demand for all kinds 
of old metals and prices continue firm and advancing. 
Wholesale dealers’ buying quotations are as follows: 
Old steel axles, $38.00 to $39.00; old iron axles, $35.00 
to $35.50; steel springs, $24.00 to $25.50; Number I 
wrought iron, $25.00 to $25.50; Number 1 cast iron, 
$15.25 to $16.00, all net tons. Prices for nonferrous 
metals are as follows per pound: Light copper, 23 
cents; light brass, 13 cents; lead, 634 cents ; zinc scrap, 
714 cents; aluminum, 30 cents. 


PIG IRON. | 
The pig iron market may still be described as ad- 
vancing, and especially does this apply to foundry 
iron of which there is a decided scarcity owing to the 
fact that an unusually large number of furnaces 
turned their attention to Basic iron during the fall 
when such great quantities were sold for export. Most 


In New York, 12 cents for December may- 


of the demand at the present time is for second half 
of 1917 delivery. Northern Number 2 Foundry is 
held at $30.00 with Malleable and. Basic at the same 
figures. Bessemer ranges from $35.00 to $37.50 and 
Lake Superior charcoal from $31.75 to $32.75; all 
Chicago furnace. In the Pittsburgh district quotations 
on contracts have ranged from $31.00 to $32.00 Val- 


ley for Northern Number 2 Foundry with $37.50 for 


Bessemer, the latter for export and delivery at sea- 
board. Southern Number 2 Foundry is quoted at 
$24.00 in the Birmingham district and there is a fairly 
steady demand for this grade as well as for Basic. 


Rogers, Brown and Company,’s Market Report, Cin- 


-cinnati, Ohio, December 15, 1916: | 


The natural question of the day is—‘What effect will 
the peace proposal have on the Pig Iron Market?” 

For several days before Germany’s announcement, buy- 
ing in the local market had quieted down to normal with 
prices advancing, which was expected after the protracted 
period of heavy purchases. This condition continues, and 
there has been no effect noticeable in prices, nor in the 
anxiety of consumers to secure deliveries against existing 
contracts. The local market reveals quite clearly the condi- 
tions in St. Louis, Chicago and Western sections. 

In Pittsburgh district and the East, there is great activity, 
although possibly Germany’s offer caused a very slight easing 
up. : 
Were peace to be declared, the effect on the Pig Iron 
prices would be inconsiderable, because of the fact that the 
great bulk of the output of the country for 1917 has already 
been sold. Even the iron which has been sold to be used in 


. producing steel for the allies is quite well protected, for 


many of these contracts stipulate that if peace is declared, 
the steel will be taken by the foreign governments: in other 
forms than munitions for commercial uses. Very few, how- 
ever, appear to take much stock in the peace rumors, as 
they do not believe that at this time terms can be agreed upon 
which will be satisfactory to all, and they look forward to 
“business as usual” for some time to come. 

Probably the most serious feature of the market at this 
time is the difficulty the blast furnaces are experiencing in 
securing coke, because of the car shortage and embargoes. 
It now appears that the consumption will be considerably 
greater than the production in 1917, and any interruptions 
to the daily output of the pig iron is likely to bring about an 
acute shortage. This is especially true in view of the fact 
that very few of the furnaces are now carrying any stocks 
on their yards. 


The Matthew Addy Company’s Market Report, Cin- 
cinnati, Ohio, December 15, 1916: 


The peace. talk that so mightily upset Wall Street had 
no effect on the iron market. It remained buoyant and 
strong with demand as heavy as ever, not in the least af- 
fected by the stock market. This week has been a repetition 
of the immediately preceding weeks. We have been antici- 
pating that as we came near the holidays there would be a 
let up in activity, and that a sadly over worked trade would 
take a rest. This is probable but as yet there are no signs 
of a stop. All week there has been steady buying and an 
increasing call for iron for spot shipment. Foundry iron has 
been sold in small lots, but a plenty of them. As for Basic 
and Bessemer, there is a continual movement in wholesale 
quantities. The tonnages are enormous and there is appar- 
ently no end to the amount the steel makers can consume. 
Lately steel mills have been making prices with the intention 
not of taking business but of frightening it away. Yet this 
does not avail, for prices seem no object—what is wanted is 
the stuff at any price. Both finished and raw materials are 
in short supply. 

One of the strange features of this market is that iron 
instead of going to the natural territory of the furnace where 
it is, made, is now going to places where a year ago no one 
would have dreamed it could be delivered. 

Of course this week there has been a great deal of 
serious thought as to what is going to happen when the war 
is over. A study of economic history shows that invariably 


‘since the Napoleonic era, that is since the present modern 


industrial conditions have ruled the world, the price of iron 
has advanced after a war more than it did during its con- 
tinuance. Will history repeat itself? Or is the situation so 
radically different that when the war is over business will 
collapse? We think not. The world-wide effort at recon- 
struction, the building everywhere,of ships, and the bringing 
of all industry up to date will mean the use of iron on a 
scale so gigantic that the war uses of tron will seem small by 
comparison. _ 
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Current Hardware and Metal Prices. 


AMERICAN ARTISAN AND HARDWARE RECORD 


is the only 


publication containing Western Hardware and Metal prices corrected weekly. 


METALS. 

PIG IRON. 
Northern Fdy., No. 1..........$29 50 
Northern Fdy., No. 2..... ..... 29 00 
Northern Fdy., No. 3...... wee. 28 50 
Southern Fdy., No. 1.......... 28 50 
Southern Fdy., No. 2..... s.e... 28 00 
Southern Fdy., No. 3......... 27 50 
Lake Sup. Charcoal........... 32 75 
Malleable..... Re Bie Sai mcate ies n. 29 00 


FIRST QUALITY BRIGHT 
TIN PLATES. 


American Pig AT .csoceeess $8 60 
SE Oath eeka nio iena a 0 
National (White) brandi on less 

than 100 tb. lots), per Ib....... elic 
Sheet. 
Full coils........ per 100 lbs.$ 9 75 
Cut coils........ per 100 lbs. 10 00 
ALUMINUM. 
Carload lots. 
No. 1 Pure Ingot..... Der lb. $0 60 
Sheets rea re 75 
TIN. 
Pig tiln. occisss cesede per lb. 48c 
Bar tin..... Se wearees as 49c 
= HARDWARE. - 
er Box : 
e 14220.. paeem santeeeenen Oe 
` x LE SE E EE E LE E E EE EE EE . 7 
TEX o 1420 occ spew viene sesed L591 ys ,  ADZES. 
IXXX 14x20...... AEE TD 12 40 | Carpenters.. 
— Nee A Sata ial ott 1 aa Plumbs..... ee ero ree 33% 
p PA: ci EEE ee . 
IX BOBI 20 90 A is ise 
Re a oe eg gO LO Oeeyece ge ee eee eeeeveeevcses 0. 
IXXX 20x28 EAEE 24 80 White's. DO Rae wie Seep ties pee eek aoe 015% 
IXXXX 20x28......... raink 26 50 | Railroad. l 
Plumbs..... e@cetoceve @eeeeereese 35% 
Cokes, 180 lbs....... 20x28 $16 00 CAUSE epee 1090: 
Cokes, 200 lbs....... 20x28 6 20 . F. Li, Waterproof, 1-108s.:....... 50 
Cokes, 216 Ibs....... IC 20x28 16 50 D. seeerereeesseeerressesess 45 
Cokes, 270 Ibs....... IX 20x28 18 35 USkeb..... esse eee sees e eens 75 
| | Shells, Loaded— 
BLUE ANNEALED SHEETS. Loaded with Black Powder...... 7% 
l l Loaded with Smokeless Powder, 
No. 10 tse sococoseoeo’ per 100 Ibs. $4 25 medium grades Ene Bs, Mae 15&5% 
re vis sebessasse oe ae T A oH Loaded with Smokeless Powder, 
No. 16: cccc nh per 00s, 445| — 8B grades... me 
l We à Ga 
i ; mokeless. Repeater Grade... 15&5% 
ONE PASS COLD ROLLED BLACK Smokeless Leader Grade....... 30 0%, 
No. 18-20.......00: .per 100 lbs. $4 55 Black Powder..........cccee0. 7% 
No. 22-24........0. per 100 ibs. 4 60 U.M. C Í 

No. 26ce wale crete ans per 100 lbs. 4 65 s 
No: 21a cerade pef 100 Iba 4.70]: NUTO Club esate senescepte ee 
NOBa S Pemba AS] Sew G a AA 

GALVANIZED 

No. 16..... eseese DEF 100 lbs. $6 50 | Gun Wads—per 1000 l 
No. 18-20.......46: per 1001bs. 6 65 | Winchester 7-8 gauge......... $2 05 
No. 22:24 100lbs. 6 80 9-10 gauge........ 1 80 

Oe Looe we reracee per S. ] ss 11-28 gauge...... -. 1 50 
INO; 26 ine seine dass sper 1001lbs. 6 95 | Powder. i Each. 
No. 27 cesses esesper 100 Ibs’. 7 10 |. Pe Roath s Spdsting, Kegs nass BIO 25 
No, 28s wensecconcs: per 1001bs. 7 25) u ey eee as 

No. 30...... .per 100 lbs. 7 65 DuPont’ 8 Canisters, l- n s.i 46 

ree 26 
Ma A Smokeless drums... 26 10 
i ‘kegs.... 13 20 
POLISHED SHEET STEEL. | 7 fd h-kegs... 6 75 
No..24.;cccceecsers per 1001bs.$5 75 a ao 1c de eae 
NO 266 esses seats per 1001bs. 5 85 abe PEPR canisters 60 
INOS 27 ciieees woe eats per 1001lbs. 5 95 | L. &R. ied Extra Sporting 
NOIB nine 100lbs. 6 05|_ — KERS ue ee a $10 25 
2 aa L. & R. Orange, Extra Sporting 
PURO oc eee ek mesg 5 40 
L. &R. Or oe Extra Sporting 
SMOOTH SHEET STEEL. BOO roe cts tn are aly Ge ehe 2 85 
Per 100 Ibs. L. &R. Oras Extra Sporting 
lb. canisters ........... 45 
Wood's Smooth No. 20..esessso $4 90 L.&R. Orange, Extra Sporting 
66 is No 22-24 eses. 4 95 ł-lb. canisters ....,. 1.. 26 
ss No. 25-26 ...... 5 00 
s Éi NO- 2 78.c wee Se 5 05 
ee É No. 28 ®@eneeee eee 


PATENT PLANISHED SHEET, 
IRON. 


Patent Planished Sheet Iron, 


LOO 1S cet e cian wheadavews $11 15 
SOLDER. 

XXX Guaranteed 4 & $. .perlb. 284c 

Commercial $ & $....... i 263C 

No. 1 Plumbers. aa uek . 'S. 243C 
SPELTER / 

In Slabs...... cesesessossesoeoe 14C 

SHEET ZINC. _ 
Cask lots. sosesc torasses $22 00 


Less than Cask lots. $22, 50 to $23 00 


‘COPPER. 


Copper sheet; base..sessecsecess 420 


LEAD. 


L. &R. Orange, Extra Sporting 
q-lb. See Nags rear 


ee ogo s‘s‘’ 


CY 


13 20 
Heri “H, C.” and “Infallible’’ 
g kegs spd: reann Sow a late 6 
Hercules nt C.” and ‘ Infallible” 
10 can oes 


ses ef wee we ww eas 


Fad <=) 1: aa ee ne 
Hercules T, G. ” and “infalible” 
CANISTETS 4. seour e tSt 60 
Hercules NA A. .30 (2al. Rifle, 
Canisters... uct oe a Pl 25 
Hercules Teva Rife, i 
canisters.....,......00. 1 25 
Hercules Sharpshooter Rifle, . 
CANSCETS 055 cue cane ees 1 25 


‘Hercules Unique Rifle, canisters 1 50 


| Hercules Bullseye Revolver, 


canisters.. EEE E E EE 
Shot. 
Drop shot, sizes smaller than 
B 25-ib. bags, pet Dag....... “$ 
Drop rte B and larger sizes, 


3 25 


Aidos 70 to 80 ibs. ere on per lb 
Trenton, 81 te 150 Ibs......94c wer lb 
ASBESTOS. 

Soard and Paper.-:....-. $3 00 Cwt 


| Per 1 000. 


-| Pinch or Wedge Point, per cwt.. 


Plumbs, Miners’ (han led) ‘** 


Single Bitted (handled). 


Warren Silver Steel........ . $10 50 
Warren Blue Finished........ 10 50 
Rough Riders: 2c riswsce ews 00 


9 
Perfect Premier, Forest Clipper 8 50 


Single Bitted (without handles). 


Warren Silver Steel......... £9 00 

Warren Blue Finished....... 8 00 

Rough Rider................ 7 00 

Double Bitied (without handles). 

Blood’s Champion, 34 to 44 lb. 
rere re eee este per daz. 12 50 

Flint Edge.......... o 50 

Perfect Premier. PEE s 12 50 


The above prices on axes of 3 to 4 lbs. 
are the base prices. 
3% to 44 lbs. advance 25c. 
4 to5 Ibs. advance 50c.’. 
4} to 54 lbs. advance 75c. 


BAGS, PAPER NAIL. 


Pounds..... 10 +~=16 20 25 
. $2 50 375 450 5 00 


BALANCES, SPRING. 
Pelouze........ccccceccerecees 20% 


BARS, CROW. 
$4 00 


BASKETS. 
Clothes. 
Small Willow coe per doz. 
Medium ‘ i 
‘Large “ 


10 00 
11 00 
SEES a 13 00 


Galvanized. Iron. }bu. Ibu. 14 bu 
Per doz........$5 50 8 00 


11 80 


AUGERS. BEATERS. 
Boring Machine.........000000. 70%. Carpet. Per doz. 
TWIN Bio) sce eed CA Cae Seeks 50% No. 13 Tinned Saag Wire.. .$ 0 90 
Carpenter's Nut... ..cccccccccees 70% | No. 11 Spring Wire coppered. 1 30 
No. 10 Preston. ............ 90 
Hollow. Egg. Per doz. 
Bonney’s—list $30.00...... 75 & 5% No. 50 Imp. Dover......... $075 
Stearns, No. 3........00:. pasa’ 6} No. 102 “ , tinned. 20 
l No. 150 “ “ hotel.. 1 50 
No. 10 Heavy hotel tinned. ; 2 10 
Post Hole. NA T “ es “ 3 eG 
Digwell, 8-inch....... er doz. 12 50 No. 18 “ a t 4 50 
Iwan’s Post Hole and Wel.. 40% 
‘ Vaughan’s, 4 to 9-in...per doz. 8 00 
. BELLOWS 
Ship. Blacksmiths’... 0. ccccecceccecc 65% 
Ford’s, with or without screw.. .50% | Hand. 
Snell's 40-5% | ginch......-..0-5. per doz. 7 50 
10-inch. ...sessesese 40 
AWLS. Moulders 
Brad. 12-inch. i arae asic isan as 12 60 
No. 3 Handled....... per doz. $0 45 |. 
No. 1050 Handled.... ** 95 |. 
Shouldered, assorted 1 to 4, BELLS. 
p settee tees eee eee per gro 3 60 | Call. 
atent asst’d, L tot. © 60| 3-inch Nickeled Rotary Bell, 
Bronzed base...... .per doz. $5 00 
Harness ğ | Cow. 
Common... ci cacecee S 95 High Glad 6 oi 2a Gk oe oe bk 
Patetiteciwss aac sea 90 Kennicky «a fswisen es desgbe Esato 
z l Door. Per doz. 
eg. : New Departure Aut 
' Shouldered.......... = 1 50| Rotary. E sed 
Patetitvicweieccesead.. os 65 i -in. Old Copper Bell....... 4 GO 
E -in. Old Copper Bell, e 6 00 
SS ' ; 3 Hin eee ae Bell. 4 50 
. . -1 t 
No. 1 handled....... per doz. 7 00 ARS EDE TA 
No. IS, socket han'ld. s l 1 25 | Hand. 
No. 7 Štanley........ - 193| Hand Bells, polished....... 40&10% 
l White Metal.. oeeo. ! 0% 
| AXES. Nickel Plated......0.......... 
; OWiSSu ois peat eta ga eye A EETA 
Boy’s Handled. Silver Chime............... 333% 
Lippincott, 3 tb...... Pe doz. $6 00 | Miscellaneo 
Marshall Falls City.. 5 00|” ie 
Magara.. esses... t 6 50 | Church and School, steel alloy.. . 50% 
Broad. Farm, lbs... 40 50 75 100 
Plumbs, West, Pat...........333% | Each....... $1.90 240 355 4 75 
Can. Pat.. o...on. 35 % 
“ Firemen’ s (handled), BEVELS, TEE 
S IE er doz. oa 00 


otanley. s, rosewood handle, new 


seins Bair oot ey estates ating etary gag wy Nets 
Stanley’ s iron handle...........; Nets 
BINDING, OILCLOTH 

VAE Cae E eee eee ee ere 70% 

FASS ods e a cee SN ae Rees 60&5% 

Brass, plated Se ey oe ee ee 75% 

BITS. 

Auger. . 
Extra Double Spur.. .70&10% 
Ford’s Car and Machine.. . 40&10% 
Förd's Ship. sanscr esr vee eE 50% 
TPWitkes ET cs oes ta eel. ese 50% 
Russell Jenning’s.......... 30&10% 
Clark’s Expansive............. 65% 
Steer’ S “ Small list, $22 00...25% 


“ Large “ $26 00. .25% 
Irwin Cars reemer 50% 
Ford’s Ship Auger pattern ; 
Cal pats ae Naa OES ER ae 50% 
Cente. sonses E EAE 15% 
Countersink. 
No. 18 Wheeler’ s.....per doz. $1 80 
No. 20 S 40 
American Snailhead.. s 1 10 
ose “.. 1 30 
"s Flat. .... . 1 20 
Mahew’ s Flat...... 90 
Snail...... S 1 40 
| Dowell. l 
Russell J ennings. REET 30&10% . 
Gimlet. | 
Standard Double Cut....:..... 40% 
German Pattern..... per, doz. $0 60 
Germanic. aca dd Wao wie 65 
Gouge.. necra harkens i 80 
SPOON eenean = 15% 
Countersink......... $ 1 30 
Reamer. 
Jenning’s Square.. < ‘2 50 
Standard Square..... S 2 00 
American Octagon... ʻi 75 
Screw Driver. 
No.7-Gommon.....a {§ 55 
ey 1 25 


i No. 1 Triumph; se¢ene ua 


